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3 OF YOUR BEST 
“SALESMEN” ARE 
MADE BY USS! 


Here are the three most popular, 
profitable sales racks in history! Strong 
advertising in Sunset Magazine, Better 
Homes & Gardens, and Sunday Magazine 
Sections will bring the customers into 
your store already pre-sold on quality- 
made USS Golden Grain Garden Tools. Be 
prepared! Display! Order now from your 
hardware or nursery jobber! 





i} WU-144 


Only $35.00 with 
purchase of 12 doz 
long handled 
assorted USS Tools 
of your choice 


USS is a registered trademark 


Free with purchase 
of 6 dozen assorted 
USS Tools 


‘ NW, 


wr 6 Tcc-48 


Free with purchase 
of 4 doz. long 
handled assorted 
tools of your choice 





nited States Steel Products 


ivision of 
nited States Steel 


5100 Santa Fe Ave., Los Angeles, Calif. . 1849 Oak St., Alameda, Calif. 





RED DEVIL No. 30 PAINT CONDITIONER 
handles 4 pint to 1 gallon cans, 
features exclusive 3-way Super 
Blending Action that mixes paint 
through-and-through — at 1360 
shakes per minute. Easily fitted with 
4-can or square-can adapter. Model 
shown has spring-mounted counter 
base, but is also available with 
counter-high floor pedestal base. 


STORES 
THAT SELL PAINT 


NEED @ 
At Least One of These S g 








Rod Dewy 


PAINT 
CONDITIONERS! 


How About YOUR Store? You can step up paint and sundries 

sales by “tailoring” your paint service for any trade: profes- 

sionals, homeowners, commercial users. It’s a proved way to 

bigger profits! 

Take Your Pick from the world’s biggest line of paint condi- 

tioning machines—Red Devil. There’s a sturdy, efficient Red 

Devil Paint Conditioner for every type of store and trade. And 

nothing beats Red Devil service: 29 Authorized Red Devil 

Service Stations, coast-to-coast. There’s one nearby, for your 

convenience. You save on freight, too, because Red Devil ships See Your Jobber, 

from three points—F.O.B. Union, N. J., Chicago and Los and ask him about Red Devil’s famous trade-in 

Angéles. Save up to $3.00 per unit! allowance. He’ll tell you why it’s the most gen- 
erous in the field! 


See us at Booth +155 National Hardware Show. 


Red Devil Tooks. 


UNION, N. J., U.S.A. 
World's largest manufacturer of painters’ and glaziers’ tools—since 1872 
For Details Circle 2 on INQUIRY CARD 
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THE NEW IDEA LINE 


The new Spray, Steam & Dry Iron 
with 3 Wash and Wear Settings! 


The new General Electric Spray, Steam & Dry Iron sprinkles as it irons. It offers your 
customers 3 extra settings for wash and wear—not just one as in ordinary irons. The 
new Even-Heat system prevents scorching or marring the most delicate fabrics. New 
lower temperature setting permits steam ironing of 

many wash and wear fabrics. General Electric Co., acaba ~~ naling 
Portable Appliance Dept., Bridgeport 2, Conn. GENERAL 56) ELECTRIC 


_Now—amazing “Open-Air” broiling! New Sharpens knives, too! New General Electric 
General Electric Rotisserie-Broiler gives Portable Mixer beats, whips, mixes drinks 
meats a true outdoor-broiler flavor. 


Cooks indoors and out! General Electric 
Portable Grill gives food that big outdoor 
and has an optional knife-sharpener. flavor. Handy “Keep Warm” area. 

For Details Circle 3 on INQUIRY CARD 
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FOR SATELLITE SALES STANDARDIZE, 
ON SOUTHERN 
FASTENERS 


Smart retailers are cashing in on “satellite"’ sales — sales 
made in addition to the items for which the customer 
came into the store. 

One of the sure ways to create your own “satellite” 
sales is to stock and display the eye-catching new boxes 
of Southern Screws bearing the NRHA-approved label 

system. These packaged profit-boosters are easier to sell because Southern helps pre- 
sell them in year-'round ads in the most popular craftsmen's magazines. Thus your cus- 
tomers know that Southern Screws have quality that is more than a promise. 

Remember, you can stock as many seasonal items as you want, but there’s never an 
off-season for fasteners. They move year in, year out — and Southern Screws move faster 
than the unknown brands. More profit in Southern, too, when you sell 'em by the box! 

Put Southern Screws in your want book today. Better yet, call your Southern distribu- 
tor right now! 

Sold Through Leading Wholesale Distributors. Warehouses: New York + Chicago 
Dallas « Los Angeles. 


Wood Screws . Stove Bolts Machine Screws & Nuts Tapping Screws 
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GARDEN SHEARS 


THE AMES NAME now gives your garden tool line even greater 

emphasis on QUALITY, UTILITY, SALES PUNCH and PROFIT... 

AMES, your standard of quality since 1774, the profit name 

in steel goods and shovels... brings you HEDGE SHEARS, 

LOPPERS, PRUNERS and GRASS SHEARS to round out your 
; > Ames Profit Line of quality garden tools! And remember, SHOVELS 

~ with Ames — orders are shipped from one place — all at GARDEN TOOLS 

(AMES) one time! METAL HOUSEWARES 
CASUAL FURNITURE 


PARKERSBURG O. AMES CO. WEST VIRGINIA 
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Open to Buy or Open to Sell? 


A controller usually has his heart in the right place. He is working 
toward the goal of helping a store to produce a profit. He was indeed 
sincere when he coined the phrase “Open to Buy.” 


This simple but harsh phrase seems to cover all bases when it comes 
to operating a store for profit. The system that it represents is certainly 
sound to a degree. But it doesn’t necessarily take into consideration all 
of the basic factors in running a retail store. It doesn’t necessarily mean 
that when there is an “Open to Buy” that the so-called buyer is going to 
buy so that there is a greater turn-over . . . that the store’s customers 
will be able to rely upon the store having the kind and quality of mer- 
chandise desired. 


There is certainly much more needed in merchandising than the control 
factor of “Open to Buy.” In fact it is not the function of a retail dealer 
to buy. It is his function TO SELL. In order to do this he must select 
merchandise wisely. He must engage the help of manufacturers salesmen, 
wholesalers and anyone else who can give him the information and the 
sales help to move the merchandise selected. 


It is ridiculous to have an open space on the shelf because of an arbi- 
trary “Open to Buy” policy. When your customers are clamoring for a 
product and your “Open to Buy” is closed, you are losing sales. 


You can’t afford to stock everything. But you should make up your 
mind what departments you are going to have and what kind of mer- 
chandise you are going to offer to prospective consumers in your trading 
area. Once this is done you should then order in quantities that insure 
having the required merchandise and at the same time allowing a profit- 
able turnover. If customers find that you are often out of stock they 
request they will find an outlet that is more dependable. 


After all your store should be “Open to Sell.” 


Wit Cllooen. 
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SIDE LINES 


A BIRTHDAY PARTY was 
given for two wholesalers’ sales- 
men by Jim Pearson, Sr. For 
over 35 years John Gerevas of 
Baker Hamilton and John Mc- 
Murdo, now of F. E. Baker & 
Sons Co. and formerly with M. 
Seller Co., have been calling at 
Pearsons Hardware Co. in Oak- 
land. According to Jim they have 
been giving the utmost in service 
and at the same time developed 
a lasting friendship. Both have 
birthdays in the early part of 
September. In appreciation for 
their service and reliability, Jim 
treated the two salesmen to 
breakfast at Pland’s in Oakland 
on Sept. 12. Harold Nelson of 
the National Hardware Co. of 
Sterling, Illinois, was also a sur- 
prise breakfast guest. 


CATALOG HOUSES ARE 
OUT in the new policy of Bis- 
sell, Inc. Walter C. Rein, general 
sales manager, stated “Bissell’s 
policy has been and is to back 


up its retail dealers at the local 
level. Discontinuance of sales to 
Catalog Houses is part of this 
continuing policy. Formerly, 
Catalog Houses performed a 
function of serving retailers. 
However, in the past few years 
they have actually become re- 
tailers themselves, selling di- 
rectly to the consumer.” 


OUR READERS WRITE 


... to the Editor 


Sends Editorial to Reps 


Dear Editor: 

Thanks for the speed with which 
you answered our request for copies 
of your editorial, “Are We Misled by 
a Word?” (April, 1960, issue). 

We are sending a copy of this edi- 
torial to each of our representatives 
in the field. It should prove to be a 
very helpful sales aid. 

Again, our thanks... 

Cordially, 
William A. Garside 
Sales Manager 
Monogram Models, Inc. 
3421 West 48th Place 
Chicago 32, Il. 





Another 
FULLER 


MASTER 
MERCHANDISING 


FIRST" 


Fuller products are made in U.S.A., 
England and other countries, of the 
highest quality materials, by skilled 
craftsmen . . . designed for service 

- and rigidly inspected to pre- 
serve Fuller Quality and Reliability. 








ADIUSTABLE 


(ey — — 


Super DeLuxe 


ADJUSTABLE 
WRENCH 


Assortment No. 1000 


Drop forged, Rockwell-tested steel 
for perfect hardness. FULL TOP- 
TO-BOTTOM CHROME, GROUND, 
POLISH. 2 ea. of 4 sizes, 6", 8", 
10", 12" . . . fast sellers at $1.80 
to $4.20. Values to $5.70. Carded, 
pre-priced, on FREE stand-up or 
hang-up metal display rack. These 
belong up front! 


ORDER TODAY! 


ein. 
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Remarks Appreciated 


Dear Sir: 
We get lots out of your magazine. 
J. C. Wages 
Wages Hardware Co. 
86 N. 3th St. 
Banning, Calif. 
Likes Inquiry Service 
Dear Sir: 
I appreciate this service (inquiry 
card) very much. 
Sincerely, 
S. Oshima 
K. Oshima Store 
P. O. Box 38 
Kealakekua, Hawaii 


UPDATED & NEW 
HARDWARE FIRMS 


CALIFORNIA 


EL MONTE—Grand opening 
of the Angels Co. retail hard- 
ware and lumber firm was cele- 
brated here recently. The new 
store at 12260 E. Garvey Avenue 
climaxed many months of prep- 
aration, according to owner, Sid- 
ney Kline. Featured in the grand 
opening was the opening of two 
treasure chests containing hun- 
dreds of merchandise orders. 
Keys were given to customers 
entering the store. If the key 
fit the locks of the chests, a 
prize was awarded to the lucky 
key holder. 


WASHINGTON 


PUYALLUP — Coppin Hard- 
ware moved into its new store 
here recently. E. T. “Al” Cop- 
pin, owner, bought the former 
Faris Hardware after his origi- 
nal store became too small. The 
new store has 8500 square feet. 
It includes a balcony where in- 
fant and children’s furniture 
and equipment are displayed. 
The store carries several lines 
of power tools, hand tools, plus 
garden equipment, plumbing 
supplies, housewares and a large 
electrical department. A rear 
entrance was made to serve the 
parking area in back. 


WASHINGTON 


WINLOCK — Remodeling has 
been completed on the Boreen 
Lumber building. The modern 
front is attractively done. A 
large signature sign sets off the 
new front. 
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NEW FROM THE WORLD’S LARGEST MANUFACTURER OF FIX-UP, PAINT-UP TOOLS 


SEE IT 


Smorgas-bodtd 


HDWE. SHOW 


e Fix-up Paint-up Booths 72—73 
New, Versatile No. 400 4-way Tool Salesman TOOLS 


For Your Floor, Wall, Counter or Ceiling. Fea- | 
tures 168 Practical, Fix-Up, Paint-Up Tools. A Riot 1. FLOOR 
of Colorful, Self-Serve Packaged Sales Makers. “ia —~ 


\ 


A REAL BEAUTY 
FOR IMPULSE SALES 


Here is the last word for 
eye and buy appeal on the 
sales floor. All wood con- 
struction, finished in pea- 
cock blue. A_ revolving, 
two-sided unit, supported 
with a gleaming, extruded 
aluminum bracket. Most 
versatile, colorful and 
practical stand ever pro- 
duced for any size, type 
or kind of store that sells 
paint. Six each of 22 in- 
dividually packaged tools 
packed complete with No. 
400 Smorgas-Board 
Stand in one corrugated 


FITS ON YOUR COUNTER OR GONDOLA = “om*siner 
You can fasten the No. 400 to the top of 3. WALL 


the paint sundries floor counter or gondola 
for a 2-sided, colorful, topper of Fix-Up, Paint- 
Up Tools. 


FASTENS TO STORE POST OR WALL 


If you lack floor space, the 400 may be fas- 
tened to wall, shelving or store post. 


HANGS FROM CEILING IN STORE 


Chains or wires can be used to suspend the unit 
over counter or against wall. 


s CEILING wo 


, 


~ 


2. COUNTER 











This new No. 500 unit with 208 tools is the 

most complete, Fix-Up, Paint-Up Tool Center ‘aan 

ever developed. Designed for the new or NO. 400 
modernized store. Solid, substantial unit fin- 


ished in peacock blue, with handsome 3-color, -}-—————1«-____—_ 


two-sided top sign. Full particulars on how to obtain the No. 400 


or the No. 500 Fixtures, available at Show or 
write Hyde. 


= HYDE MANUFACTURING CO. 


Southbridge, Massachusetts, U.S.A. 























TRADITIONAL SONGS decorate 
Hazelware holiday sets. Milky-white 
glass has red and green etched words 
and decorations. Egg nog or Tom and 
Jerry sets have six cups and 2%4- 
quart bowl each. Sip and Sing sets 
are priced to suit holiday budgets.— 
Continental Can Company 
For Details Circle 100 on INQUIRY CARD 
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PERFECT FOR DECORATING dur- 
ing the Christmas Holidays is this 
Christmas Color Spray. Available in 
red, green, silver, gold and white. 
Customers can use on wreath, trees 
and ribbons. Spray comes in aerosol 
pressure can.—lIllinois Bronze Pow- 
der Company 
For Details Circle 103 on INQUIRY CARD 














ENTERTAINING GUESTS is the de- 
signed intention of “The Social Set” 
composition China dinnerware. In- 
cluded are new shapes and styling of 
46-piece set. Coffee server, warmer 
and salad bowl are all part of set. 
Five designs available-—Taylor Com- 
pany 
For Details Circle 101 on INQUIRY CARD 





GIFT PACKED electric shaver has 
three blades for close shaves. New 
Shavemaster features rounded head 
with three self-sharpening blades. 
Shaver has thumb latch for shaving 
head and sideburn trimmer device. 
Shaver comes in attractive box.— 
Sunbeam Corporation 
For Details Circle 104 on INQUIRY CARD 


MINIATURE TREE is aluminum 
with styfoam circular base. Tree 
stands eight inches high. Each set 
is packed in window-box. Three trees 
are in each set. Trees add spot of 
color as table decoration in homes 
during holidays. Can be used for win- 
dow trimming.—Aluminum Hardware, 
Inc. 
For Details Circle 102 on INQUIRY CARD 


BENT GLASS for formal or informal 
serving. Four piece Hostess serving 
set includes 10-cup carafe, warmer, 
serving tray, and sugar and creamer. 
Other pieces are four-section tray and 
serving plate. Colors are gold, black 
and white.—Inland Glass Works Div. 
For Details Circle 105 on INQUIRY CARD 
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NEWEST ADDITION to true china 
Impromptu and Informal lines is this 
graceful butter dish. Designed by 
Ben Seibel to add distinction to the 
most casual table setting, Impromptu 
“Bridal White” is shown. Available 
in other patterns. — Iroquoise China 
Company. 
For Details Circle 106 on INQUIRY CARD 


FULL DIMENSIONAL Christmas 
displays for lawns, rooftops or patios. 
Molded latex with vivid weather re- 
sistant lacquers come in five figures 
and scenes. Pictured is the illumi- 
nated church choir. Can be used for 
in-store display.—Artistic Latex Form 
Company 
For Details Circle 110 on INQUIRY CARD 
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WOODEN BLOCK holds set of six 
razor - ground Ripple - Edge steak 


knives. Block designed to conform 
with style of knives. Handles are 
laminated wood. Blades are mirror 
finished stainless steel. Set is gift 
packed for eye-appeal.—Russel Har- 
rington Cutlery Co. 

For Details Circle 107 on INQUIRY CARD 
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GIFT-BOXED WRENCH SETS are 
budget priced. Three sets of end and 
box wrenches have colorful Santa for 
Christmas promotion. Wrenches gift 
wrapped and come with merchandis- 
ing rack for effective display. Other 
Christmas sets available-—S-K/Lec- 
trolite Tools 

For Details Circle 111 on INQUIRY CARD 


LIFETIME CHRISTMAS TREE is 
made of flameproof aluminum. Trees 
range in size from 2% to 7-feet. 
Round, stable Styrene base holds tree. 
Trees come in carton suitable for 
storage.—Carey-McFall Co. 

For Details Circle 108 on INQUIRY CARD 


CHIP AND DIP SET is designed 
for party snacks or salads. Gold 
grape design on white, set has brass 
mounter for attaching small bowl 
over larger one. Set is made of Py- 
rex. Dip bowl holds 1% pint. Chip 
Bowl holds four quarts. — Corning 
Glass Works 
For Details Circle 109 on INQUIRY CARD 


SANTA’S HELPER bears a gift of 
artificial flowers made of polyethyl- 
ene. Paris-inspired designs by Andre 
Pierre of special Christmas arrange- 
ments are available. Item shown has 
brass holder Christmas tree, five 
white candles and assorted roses.— 
Keen Industries, Inc. 
For Details Circle 112 on INQUIRY CARD 





Springtield 


The spunky, spirited Springfield Garden Tillers that 

will be given the biggest national advertising boost in 

iN .— history. No. 1 seller among branded garden tillers 
=, co neal ; in ’60, and because of their solid performance and 
pote consumer satisfaction a cinch to be the 
sales leader again this next season. 
Magnificently engineered, perfect operating 
balance, and a positive action reverse 
mechanism (optional) that provides exclusive 
Springfield Reversatility. If it’s not in 

your line, get in line ... and stock it! 


pringfield 


Mower fun to sell because theres MOWER PROFITS 
Riding Mowers & Suburban Tractor 


A 


The Springfield Riding Mowers were top sellers. in 
60, and with the addition of a big brother... the 
36” Suburban Tractor... this line is the one for 
’*61. Absolutely the hardest-hitting promotion 
program in the industry, too... with a traffic- 
building Glad Ride Promotion to be publicized 

in all the nation’s major print media. Liberal 

co-op program and other new features to 

assure mower selling fun (and mower profits) 

in ’61. Ask your distributor for details today! 


pringfield | 


Product of QUICK MANUFACTURING, INC. The House of Power + Springfield, Ohio 
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NEW PRODUCTS: 


GAILY PAINTED BLOCKS are al- 
ways a hit with small ones. Wooden 
blocks enchant and educate. Alphabet 
blocks come packaged in ventilated 
plastic bag for storage. — Halsam 
Products Company 
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MODERN MISSILE MEN 
the kids will be with this 
bound machine. Wing span is 25 
inches. “Atomic Missile” is 45 - in. 
long and is chain driven. Realistic 
controls.—The Murray Ohio Manu- 
facturing Co. 

For Details Circle 114 on INQUIRY CARD 
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DANCING HOOVES highlight the 
newest addition to Wonder Horses. 
The Wonder Ranger is soft Vinyl 
with spring action. Authentic West- 
ern touches include “tooled-look” of 
saddle.—Wonder Products Company 
For Details Circle 115 on INQUIRY CARD 
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PICTURE PUZZLES for up to four 
persons of any age to play. Each 
puzzle is divided into sections. Players 
race to complete their section first. 
Over 400 inter-pieces—Tuco Work 
Shops, Inc. 
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GIRLS OR BOYS will go for 26-inch 
“61 Special” bicycles. Features in- 
clude tear drop tank, Bermuda chime 
bell, twin headlights and many other 
plus items on Columbia _ bicycles.— 
The Westfield Mfg. Co. 

For Details Circle 117 on INQUIRY CARD 


GO-KARTS or 4 and 4 midgets can 
be carried safely on single- and 
double-deck trailers. Nine by five foot 
trailer is all steel. Capacity is 600 
pounds.—Mastercraft Trailers, Ine. 
For Details Circle 118 on INQUIRY CARD 
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A new, fast-moving, high- 
profit product from the na- 
tion's No. 1 tiller manufacturer 
—at the lowest price in Spring- 
field history! A 2'/: h.p. all- 
purpose garden tiller, with 
handle-mounted controls, 
Springfield design and quality, 
at a sales-making low list price: 


5109” 


Springtield 
Springfield 
Springtield 
Springfield 
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re mounted on bright Each file handle 
J 1s encased in a g 


pack to keep 


ry Tresn 


and card are’ A free display comes with the 

leaming skin 48-file assortment. Lightweight, 

rything fac- permanent, ideal for counters 
or peg boards. 


Add up all these merchandising extras and you get an effortless 
sales booster ... designed to stop shoppers cold. Order now from 
your regular Nicholson or Black Diamond wholesaler. 


Handles designed and made by Danco Mfg. Co.—a Nicholson subsidiary 


HERE’S WHAT YOU’LL MAKE 
Retailer’s Cost . . . . . . $24.20 
Retailer’s Selling Price . . . $36.30 
Retailer’s Profit. . . . . . $12.10 


Nicholson File Company, Providence 1, R. |. «+ Files + Rotary Burs ehets, 
Hacksaw and Band Saw Blades + Ground Flat Stock + Industrial Hammers *3.s.a.* 


NICHOLSON 


FOUR GREAT FILE 


SELLING IDE 


AS 


FROM NICHOLSON 
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FORECAST: 


you will be sales ahead 
with BORDEN HOSE in 1961! 


toughest _ complete, 
reinforced hose! _ «alla , profitable line! 


Includes both reinforced and 
non-reinforced hose and 
sprinklers. The total is 

just 19 items. You stock 
less—profit more. 


Yh in BH | 


construction! aa a 


Tough nylon and vinyl Vl NYL uj Oks E Bold, eye-catching 
—_ design features the 


The toughest, most rugged 
hose a person can buy. 

Made by a new cross-head 4a 
extrusion process. 


3-ply construction. ' 
Built to take highest pape : Borden name big and 
. bold—to reach out 


pressures and hardest PULLY GUARANTEEO GREE 
wear for years. and grab customers. 


light-weight, j 
flexible! . promotion! 


Point-of-sale business 
boosters plus coast-to-coast 
advertising in Life, Saturday 
Evening Post, Better Homes & 
Gardens and Sunset. 


The selling’s extraBordenary! 


Talk over your 1961 garden-hose profit opportunities now! Fast delivery is assured. Our plants on both the 
with your wholesaler. Let him give you the profit story | East and West Coasts are ready to show you what 
on Borden’s Flex-Tred Reinforced Hose, Borden’s speedy service really is. You’ll find that it pays to talk 
Garden Pride Opaque Hose and Borden’s Gold Stripe —_ business with Borden—first! Get hold of your whole- 
Triple-Spray Sprinkler. saler now. Get hold of a honey of a hose deal for 1961. 
You can get the sales-ahead Borden Hose line right Get hold of Borden hose. You’ll be glad you did. 


Borden’s special extrusion 
process pares the weight by 
20% to a wonderful, 
easy-to-use flexibility. 


THE BORDEN CH EMICAL COMPANY | 350 MADISON AVENUE, NEW YORK 17, N.Y. 
A Division of The Borden Company | P.O. BOX 430, COMPTON, CALIF. 
For Details Circle 11 on INQUIRY CARD 
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SWANS launches a 


nationally advertised line of 





DIRWIL 





3S) with 


this history-making offer! 


(Offer restricted to a limited time only.) 


wane first revolutionized the steel tape 


market-10 years ago... AND NOW 


*INTRODUCTORY OFFER: ‘timitea time only. 
7 Rule (FUR EE with every 5IX J 


EVANS DOES IT AGAIN... 
WITH THESE WOOD 
FOLDING RULES! 


EVANS No. X40 “‘Gold-Tip,”’ 
Boxwood Finish Extension Rule 


EVANS No. 060 ‘'Silver-Tip,’’ Snow White 
Professional Quality Folding Rule 
(Both available in inside reading) 


During the past decade EVANS made steel 
tapes a mass market item by pioneering 
product improvements, new packaging and 
merchandising . . . made them fast-moving, 
volume hardware store items. 

And now EVANS is doing it again — for 
WOOD FOLDING RULES! 

Never before so many features — so much 
extra value to give new life to folding rule 
sales! 

We acquired our own Rock Maple trees and 
designed and built our own lumber mill in 
Maine. In Elizabeth, N. J. we constructed 
and equipped the world's first factory de- 
signed specifically and exclusively for the 
production of wood folding rules. 

We have made a product with all the 
‘pluses’ that EVANS is noted for and now 
in addition — for a limited time only — we 
present this special introductory offer... 


‘GOLD-77/P" Extension Rule 
You buy 6 only X40 (or X40F) na- 
tionally advertised at $2.50 each, 
and you get an extra one free! 
Your total cost (per box) $10.00 
You sell for 
YOUR PROFIT : 

43% PROFIT! 


“SILVER-T/P” Folding Rule 
You buy 6 only 060 (or 060F) na- 
tionally advertised at $1.80 each 
and you get an extra one free! 


Your total cost (per box) $ 7.20 
You sell for $12.60 
FOUR PRET | isi cccciedu . $ 5.40 


43% PROFIT! 


Gentlemen: 
Please send me immediately 
Quantity Circle which number 
V2 doz, box No. X40 (or X40F) Rules (and 
1 free) @ $10.00 per box 
Ya doz. box No. 060 (or O60F) Rules (and 
1 free) @ $7.20 per box 
Introductory Display offer No. 12 (or 12F) 
(12 rules plus two free with display rack) 
@ $17.20 each. 


EXTRA! 


GET A FREE PEG- 
DISPLAY UNIT 
PLUS 2 RULES 
FREE... BY OR- 
DERING THE IN- 
TRODUCTORY 
DOZEN! 
Display 
No. 12 
You buy 6 only 
X40 and 6 only 


060, with two free rules, one of each. 
(Specify 12F for inside reading.) 


Your total cost with display $17.20 
You sell for $30.10 
YOUR PROFIT : $12.90 


43% PROFIT! 


Ship and bill through: 
JOBBER 
MY FIRM NAME 
ADDRESS 
CHyY .. rene ere STATE 


Mail this coupon to: 
EVANS RULE CO., 400 Trumbull St. © Elizabeth, N. J. 





Here is the QUALITY LINE of 


UU ee ee EVANS EXCLUSIVE! Brass 
nameplate on all rules, plus full set 
SPRING 5 of ‘A to Z" metallic finish initials. 
Customer can personalize his rule 
quickly . . . easily. 





EVANS EXCLUSIVE! Al! rules marked in inches 
plus feet-and-inches for quicker reading. STUD MARKS 
every 16 inches. *‘FLAGS" at every foot. 


EVANS EXCLUSIVE! 

Built-in graduated brass ) 

tips at co ends on all ] ° EVANS EXCLUSIVE! (For X40 

rules, for accuracy and X40F models only) FREE 

protection vinyl holster with metal clip — 
: fastens to belt, keeps rule handy. 


EVANS EXCLUSIVE! EXTRA HEAVY SLATS BRASS EXTENSION, mo- 
Newly developed pat- of quarter-sawn maple for chine graduated with black cali- 
ented spring joints for long life, greater rigidity brations for inside measurement. 
absolutely rigid locking (On X40 and X40F only) 
when open. 


" z 
. 
| Es 
a eal 
i ? 
} 
; 
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EVANS EXCLUSIVE! MANUFACTURER'S REPLACE- 
MENT AND REPAIR SERVICE! In addition to the 
standard guarantee of materials and workmanship, 
Evans will repair their folding rules broken by misuse 
or accident for a handling charge of only 30¢. 


Tuy WW TUL TUUUUUUUT 
Ae Hal Janes 110 





No. 060 ‘siver-77P" No. X40 *soz0-77P" 
FOLDING RULE EXTENSION. RULE 
Finest Professional Quality with RULE HOLSTER and Belt.Clip 
Triple-Dipped White Finish Finest Boxwood Finish 
Nationally Advertised, $1.80 each Nationally Advertised, $2.50 each 
Available in Regular Reading (060) Available in Regular Reading [ X40} 
relate Mm alm <-xe fellate MEG Olo10) a) and Flat Reading ( X40F) 


Ewa RU LE CO. Factories at Elizabeth, N. J. and Montreal, Que. 
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Free! 


 Self-service 
SED 
Merchandisers 
from : {7 
CAMPBELL Eine rOUAS SOOT 
CHAIN : liregié ll-in. wide. Youngsters can play 
help you 


songs quickly with easy-play music 
book. Metal tone bars. Carrying case 
earn 
over 


included.—Emenee Industries, Inc. 
For Details Circle 119 on INQUIRY CARD 
100% 
MARK-UP! 


Merchandisers cost you nothing 





with € 


AMPBELL CHAIN 


when you buy a chain assortment 
More sales through display —and 


every sale earns you more than HANDY ANDY TOOL SETS for 
oO : | youngsters. Shown is the 30-piece 
100‘% mark-up | carpenters set. Included are apron, 
Complete chain department | woodworking book, lumber, blue- 
ith eith tai ‘ | prints and complete set of tools.— 
ee SS SR CP PVORe- | Skil-Craft Corporation 
mately one square foot of space For Details Circle 120 on INQUIRY CARD 


Variety of assortments available. 


New display has these features: 

Load from front 

Handy bins for accessory items 

New chain cutter attached | 
Handy chain-end holders @.2., 

Tilted to provide better display 


Suggested retail price sticker supplied 
Interchangeable welded and weldless reels 


Stand and cutter for light chain are supplied free 
with the purchase of various assortments. 


“QUICKDRAW” HOLSTER for all 
GET COMPLETE INFORMATION FROM YOUR Western style single action revolvers, 
CAMPBELL WHOLESALER, OR WRITE DIRECT air pistols and cap guns. Boys can 
practice quick drawing with this gen- 
uine cowhide holster. — Marksman 
Products 


na CAMPBELL CHAIN Company For Details Circle 121 on INQUIRY CARD 
CAMPB L ‘ 
NTS FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif <€ For Details Circle 132 on INQUIRY CARD 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas 
Chicago, IIl.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif For Details Circle 14 on INQUIRY CARD—»> 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 








“After the 
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im year 
mr) they had, 
>» Melnor 
wouldn't dare “Or 
change would 
their line they 
Sade ? 


NEW FROM HEAD TO TOE-MELN 


We don’t blame you for being surprised. You sold more Melnor 


sprinklers last year than ever before. (How could you miss, with net- 
work T'V and national advertising?) And yet, Melnor makes sweeping 


ad 
> 
= 


THE HANDSOMEST SWINGIN’ SPRAYS EVER! See the sculptured lines and gleaming colors of 
Melnor’s completely re-designed wave sprinklers—the big 880 at the top, plus the new 720 
and 610 heading the Melnor line-up. And by popular demand, the top-selling 525 makes a 
return engagement. Next is MELNOR’S NEW TURRET, the most versatile sprinkler ever made! 
It waters wide and narrow strips, rectangles, and squares—with just a twist of its four-position 
turret! Then comes MELNOR’S SENSATIONAL PULSATOR, the sprinkler that spurts long drinks 





See back of fold-out for famous Early Bird’ Specials— with more Free bon 





OR'S GARDEN LINE FOR I96I! 


changes right down the line for 1961. With big improvements in almost 


every model, and another spectacular TV schedule coming up, is it 
any wonder Melnor is the No. 1 sprinkler on America’s lawns today? 


small, square-shaped lawns, MELNOR’S SQUARE gives ideal watering at a budget price. 

And rounding out Melnor’s line are the big-demand REVOLVING SPRINKLERS, designed to give 
your customers efficient watering at lowest possible cost. Melnor even gives hose accessories 
anew look—with BRIGHT NEW FULL-COLOR SKIN PACK CARDS and a NEW 3-SIDED DISPLAY 
RACK. You get more and faster impulse sales in the same compact counter space. 





onus sprinklers than ever. See your Melnor rep for record profits in’61! 


MELNOR GIVES YOU FREE SPRINKLERS IN 


_ TWO “EARLY BIRD” SPECIALS 


Buy an assortment of these... No. 78 Assortment of Wave Sprinklers with 
: a Free Bonus of Three Great Sprinklers! 
(3) No. 525 Swingin’ Sprays @ 5.95 each.... 17.85 
(3) No. 610 Swingin’ Sprays @ 7.95 each.... 23.85 
(3) No. 720 Swingin’ Sprays @ 9.95 each.... 29.85 
(2) No. 880 Swingin’ Sprays @ 12.95 each.. 25.90 
FREE BONUS 
(1) No. 650 Square Sprinkler @ 2.49 each. 2.49 
(1) No. 675 Turret Sprinkler @ 3.95 each.. 3.95 
(1) No. 950 Pulsator Sprinkler @ 7.95 each 7.95 
TOTAL RETAIL VALUE: 111.84 
DEALER COST: 58.47 
DEALER PROFIT: 53.37 


48% DEALER PROFIT! 


No. 89 Assortment of Specialty and Revolving 
Sprinklers with Free Bonus of Two 3-arm 
Revolving Sprinklers! — 

(2) No. 650 Square Sprinklers @ 2.49 ea..... 4.98 
(2) No. 675 Turret Sprinklers @ 3.95 ea..... 7.90 
(2) No. 860 Revolving Sprinklers @ 3.49 ea. 6.98 
(1) No. 910 Revolving Sprinkler @ 5.95 ea... 5.95 


FREE BONUS 
(2) No. 810 Revolving Sprinklers @ 1.95 ea. 3.90 


TOTAL RETAIL VALUE: 29.71 
_ DEALER COST: 15.48 
DEALER PROFIT: 14.23 


48% DEAE ev siatieeds 





NEW BONUS ASSORTMENT OF 


SEE 'N SELL ACCESSORIES! 


ae 4 Melnor’s See 'n Sell Accessory line now 
»4-— . eee Og oN in fast-moving, self-selling full color skin- 
oat ) a. 5 cay | pack cards. This new assortment comes 

© conte | Vt with a FREE 3-sided revolving wire rack. 

4 . & teeny | | No. 160S —82 individual pieces including 18 


different items, with FREE three-sided 
counter display rack. 


TOTAL RETAIL VALUE: $65.18 
DEALER COST: 41.28 
DEALER PROFIT: 23.90 
Retail value of wire rack: $4.00 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! 





2 WE ES LW © E® INDUSTRIES, INC. 
MOONACHIE, NEW JERSEY 





Melnor’s 
amazing new 


Here's the sprinkler that every homeowner has been 
waiting for. The Melnor Turret is ideal for watering 
long, narrow borders of grass along driveways, 
walks, or flower beds. It covers four different 

lawn areas, making it the most versatile A 
sprinkler on the market. The four posi- 

tion turret spray selector quickly swiv- 

els into place for these spray patterns: 


é WEES ET. IN © Ez INDUSTRIES, INC. 
MOONACHIE, NEW JERSEY 


Turret Sprinkler 


aters all 


strips up to 5’ x 50’ and up to 10’ x 50’, rectangular 
areas up to 20’ x 40’, and square areas up to 30’ x 
30’. It gives even penetration from end to end, 


corroding aluminum, zinc,and chrome 
on brass. The Turret Sprinkler is uncon- 
« ditionally guaranteed for one full year. 


SELF-SELLING CARTON 
Flip the lid of Melinor’s Turret 
Sprinkler and it becomes a 
counter display piece. Your 
customers can see at a 

glance how this unique 
four-in-one sprinkler 

operates. 


Copyright by Meinor Industries, inc., 1960 
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$42848866. 
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FINISHED 








it BETTER BUY ‘NATIONAL | 








“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal 
3. Color-coded labeling makes stock handling easier 

assures constant customer satisfaction 


4. Quality is unsurpassed 
Standardize on National and eliminate costly prob- 


iems of multiple-source buying and handling. Sell 


National, and you'll be selling the complete quality 
line—the one that stands out 


Ask Your Distributor... He Knows 


@ NATIONAL SCREW & MFG. CO. OF CAL. 


3423 So. Garfield Ave., Los Angeles 22, Cal. 
: Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
Vy 


For Details Circle 16 on INQUIRY CARD 





HARDWARE WORLD 


ART. 556 


ART. 336-8 


BRAIDED COTTON 


CLOTHES LINE 


“Oo. 7 


ART. 556-B 


SUPERIOR QUALITY 


CLOTHES / 


Our complete line aly 

twisted or braided, cotton 

or nylon and plastic clothes 

lines and kitchen lines in 

all sizes with tested breaks 

from 85 to 575 Ibs. ART. 551 


ART. 556* Solid Braided Clothes 
Line No. 6 50 ft. hanks Pkd. 12 
ART. 556-B* No. 7 Clothes Line 50 
: ms or 100 ft. hanks Pkd. 12 
POLISHED Midilid ee ART. 551 Braided Clothes Line 50 
CLOTHES dd id lij isa \ ft. hanks Pkd. 12 
LINE pad FERED EER as, ART. 551-B Polished Braided Clothes 


40 = 


ART. 581-# Line 50 ft. hanks Pkd. 12 
ART. 551-B 





Individually wrapped in pliofilm sleeves 


Put your confidence in 
the QUALITY LINE... 


Vinyl! Weather Stripping Mop Heads 

Wood Giue Wrapping Twines 

Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines 

Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Blind Cord Plastic Clothes Lines prepaid. Orders of less than $30.00 


Sash Cords Jute Twine f. 0. b. Mill, Lawndale, N. C., Van Nuys, 

Clothes Lines Nylon Casting Lines Calif., Marietta, Minnesota, Dallas, Texas, 

Mason Lines Manila Ropes 

Fishing Lines Masking Tape or Waynetown, Ind. Orders of $30.00 to 

Starter Rope Freezer Tape $50.00, freight allowed to $1.00 per cwt. 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


Cleveland Mills C 
corsnusveo ors Gleveland Mills Company ....0.:...« 


e Marietta. M ms b44 f es 
For Details Circle 17 on INQUIRY CARD 
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CHRISTMAS LAMP floor display de- 
signed for high traffic stores —General 
Electric 

For Details Circle 188 on INQUIRY CARD 


STRENGTH FOR MAILING or 
stacking with pleasing appearance is 
this new cookware package. White 
corrugated-board box is printed blue 
and black.—Prizer-Ware 

For Details Circle 166 on INQUIRY CARD 


MONTERREY WESTERN WARE 

packed in display-mailing box.—San 

Antonio Foreign Trading Company 
For Details Circle 189 on INQUIRY CARD 
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Merchandising 


Ot Comative TAPE ey 


GIFTWRAP TAPE catches the eye in 
an attractive 2-tray unit floor display 
that combines giftapes with cellophane 
tape to encourage more traffic, quick 
sellout. Contains assortment of un- 
carded giftapes and cellophane tapes 
and “end-finders.” — LePage’s Div., 
Papercraft Corp. 
For Details Circle 190 on INQUIRY CARD 


WIRE-BRACED merchandiser unit 
for Christmas selling of complete as- 
sortment of gift wrappings and rib- 
bons, seals, tags and bows. Unit 
arrives at store pre-packed and pre- 
priced. Set up in minutes as gondola 
or island type display. — Chicago 
Printed String Co. 
For Details Circle 191 on INQUIRY CARD 





a coe 


BOWS & GIFT RIBBONS are fully 
displayed on this revolving counter 
merchandiser. Nearly 170 items dis- 
played. Takes one sq. ft.—Chicago 
Printed String Co. 

For Details Circle 195 on INQUIRY CARD 


SPECIAL PROMOTION Package 
gives you three lawn sprinklers and 
promotional and advertising material 
free with order.—Proen Products Co. 
For Details Circle 168 on INQUIRY CARD 


HOLIDAY GIFT WRAP is feature on 
two promotions of drill sets and taps 
and dies. Three-color Christmas wrap 
is disposable—Henry L. Hanson Com- 
pany 

For Details Circle 196 on INQUIRY CARD 
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== WAT ELELSAW 400 


THE POWER 
HAND SAW 
THAT'S MADE 








NY el-telle] im oliclel-smm-) ( Precision 
s all usable. Cuts on 


No kick, no pi 


bearings 


ut strokes cal gears 


The simple, but unique, design of the Wellsaw 400 
gives it sales appeal unmatched by any other 
power hand saw. After a few minutes trial, most 
potential owners recognize the versatility, con- 
venience, and ease of handling of this remarkable 
saw. They like the way it handles—much like a 
hand saw. They like the way it cuts—no whip, no 
kick, no pull. 

You’ll like the way it adds to your profits and 
creates happy customers. The Wellsaw 400 is a 
fast mover and moving faster every day. 


The Wellsaw 400 is made and backed by a 


‘company with over 30 years’ experience in manu- 


facturing high quality industrial saws. An exten- 
sive merchandising package is available including 
descriptive literature, stuffers, counter display 
stand and advertising mats. A sales-building 
dealer’s demonstrator plan is also available. 

Plan to get in on the profit opportunities of the 
Wellsaw 400 right away. Write for full informa- 
tion, or, if you prefer, ask your wholesaler to place 
an order for you. 


Here are afew of the many jobs for which you can sella 
WELLSAW 400 





Ordinary Sawing Tree Trimming 





Cut Posts and Beams 





SAW SPECIALISTS SINCE 1925 


WELLS MANUFACTURING CORPORATION 
1465 Service Road, Three Rivers, Mich. 


For Details Circle 18 on INQUIRY CARD 
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Buy any 90 
1-8 lb. ATLAS 
packages (.%".) 


3 | “HANDY === 
and this PROVEN (iia 
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fee a rene comnce ath temee 


CY VehUreCTURING CO. FIPTEGURON 2) Feb ® a 


DISPLAY PANEL for gate hardware. 
Description of items displayed are on 
panel. — McKinney Manufacturing 
Company 

For Details Circle 173 on INQUIRY CARD 


The fast-selling ATLAS line of tacks, brads, nails, and other popular 
items will move even faster displayed in this proven aid to sales. 
Order a Handy Dandy assortment today. 





HERE’S HOW IT WORKS 


HOLIDAY MERCHANDISING with 
a year-round “twist” features two 
wrench displays and gift-packaged 
sets.—S-K/Lectrolite Tools 

For Details Circle 192 on INQUIRY CARD 


Dealer Cost Retail Value 





90 packages @ .075 $6.75 
Merchandiser (at cost) 1.50 
10 packages FREE 


$8.25 
$6.75 DAZZLE-WRAP FEATURES RAISED 
Shipping Weight (100 pier Tor with display) 13 Ibs. PATTERN 
Special process gift wrap, using a 
raised pattern sprinkled with spar- 
kling dots, is featured for the Holi- 
day season by the Memphis Convert- 
ing Company. Dazzle-Wrap by Cleo 


TACK comes in 24-inch lengths and shows 
Christmas winter scenes, reindeer 


and old English type patterns. The 
CORP. | four-roll boxes have a dozen Christ- 
mas tree ornaments printed on their 
FAIRHAVEN, MASS. ¢ HENDERSON, KY. reverse sides. 
For Details Circle 172 on INQUIRY CARD 
For Details Circle 19 on INQUIRY CARD For Details Circle 20 on INQUIRY CARD ——»> 
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From the handy little 4-inch Ignition Plier, 

shown life size above ... to the versatile 16-inch, 
the biggest Groove-Joint Plier made ... the 
Diamalloy plier line represents the same fine 
quality long known in Wrenches bearing the famous 
DyTeTiivelare Medate Mm Ollolutell (oh) migelo(-Mulela ao 

PW Zell kolo} (-Miceliim Zo maleic hazeld-Ma aire) (-t Xe] (tame) g 
industrial supply distributor. New W-24 


catalog gladly sent on request. 


DIAMOND TOOL 71d /0/'SSh00 (7, 


DULUTH, MINNESOTA « TORONTO, ONTARIO a 
ESTABLISHED 1908 \ @f 





All sizes made with or without plastic handles, 





SABER SAW BLADE 
DISPLAY CARDS 


Finest quality Whiz-Saw blades are plastic 
sealed on attractive display cards that can 
be hung in traffic areas. These cards are 
just what you need to meet the steady 
demand for replacement blades. The 
blades are color coded for coarse, medium, 
fine and metal cutting and will fit every 
major-make saber saw on the market. 


; Forsberg 
> saate 
Wooo ‘LADES 


G-57 CARD (5 x 7) 

Holds 5 finest quality steel blades .. . all 
filed and set for fast, clean cut. Color 
coded for coarse, medium, fine and metal 
cutting. Suggested retail $1.98. Packed 25 
cards per box. 


SERIES G CARD (3 x 6) 

Holds 2 Whiz-Saw blades. Color coded. 

Blades are sealed in plastic. Suggested 

retail price $0.79, Packed 25 cards per box. 
Send for new catalog today 


BUY FORSBERG TIME TESTED TOOLS 
AND BE SURE 


Forsberg 


THE FORSBERG MFG. CO., BPT., CONN. 
For Details Circle 35 on INQUIRY CARD 
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MERCHANDISING AIDS 


“TRICK OR TREAT” CENTER for 
Halloween. Dump bin stands on floor 
and holds flashlights, batteries and 
pumpkin lights. — Ray-O-Vac Com- 
pany 

For Details Circle 170 on INQUIRY CARD 


100”, 


NYLON LINE packaged in 3-color 
counter or shelf display boxes de- 
signed for impulse sales.—King Cot- 
ton Cordage 

For Details Circle 194 on INQUIRY CARD 
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HAMMER HANDLES can be dis- 


| played effectively on counter or wall 


with this display. Holds 60 items.— 
LaPierre-Sawyer Handle Co. 
For Details Circle 169 on INQUIRY CARD 


—_ ) 


WRENCH MERCHANDISER can be 
used on counter or hanging. Assorted 
adjustable wrenches are displayed on 
red and white metal rack. — Fuller 
Tool Company, Inc. 

For Details Circle 171 on INQUIRY CARD 


STOCK & DISPLAY Merchandiser 
for bath scales also includes three 
sales cards for different selling sea- 
sons.—Hanson Scale Company 

For Details Circle 167 on INQUIRY CARD 


COMPLETE WEATHER SHOP is 
contained on two-foot display section. 
—Airguide Instrument Company 

For Details Circle 174 on INQUIRY CARD 
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Call off the Dogs 


One of the junior clerks figured that since the Oxco #12 
Brush Merchandiser had done so well selling Oxco brushes, 
it might move some other stuff, too. Now, it’s so well hidden 
by odds and ends, it can’t sell much of anything. 


He overlooked two things. First, the Oxco Merchandiser was 
designed to sell brushes and sell brushes only. That's the 
job it does and does well. Secondly, no other brush sells so 
well in hardware outlets as Oxco. 


We're all in favor of keeping your Merchandiser stocked, but 
stock it with the things that move best . . . Oxco brushes. 
Follow the Turnover Handbook recommendations (except for 
unusual local conditions) and you'll sell the most brushes and 
make the most money. 


The Oxco #12 Brush Merchandiser features twelve of Oxco’s 
top sellers. If you manage a larger-than-average volume 
store, we suggest you investigate our #25 unit which effi- 
ciently handles twenty-five popular styles. Any questions? 
See your Oxco jobber. He has the answers. 


THE LINE THAT 
MOVES 


OX FIBRE BRUSH COMPANY, INC. 
lslablahed od 


PReoeRicn 188s MARYLAND 


For Details Circle 21 on INQUIRY CARD 
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By DAVID R. HEINLY 


Chilton News Bureau, Washington, D. C. 


Lukewarm Business Outlook 
Heats Up Presidential Race 


The 1960 presidential campaign is being waged amid conflicting 
trends in the nation’s economy. Many top economists are expressing 
concern over some signs of a possible business slowdown in the 


months ahead. 

The uncertainty lends an air 
of added drama to a political 
campaign that has developed 
into what Westerners may rec- 
ognize as an old _ fashioned 
frontier-style shoot-out. 

But despite the warnings of 
some frowning experts, busi- 
in the West should con- 
tinue at a healthy though not 
record pace. Some traditionally 
strong markets may lag tem- 
porarily but others will rise to 
fill in the gaps. Democratic 
campaigners, hoping for signs 
of Western voter discontent, 
conceded they would have trou- 
ble finding the issues. that 
would win them key Western 
states in November. 

Democrats are blaming the 
confused state of the economy 
on policies of the Eisenhower 
Administration. On the other 
hand, they may have some trou- 
ble explaining the failure of a 
Democrat-engineered rump Con- 
gress to agree on any significant 
legislation. 

Ike remains optimistic about 
the direction of business. He 
insists that record consumer in- 
come should keep sales at cur- 
rent fairly high levels. 

The Federal Reserve Board 
took a series of quick anti-infla- 
tion actions in mid-summer to 


ness 
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head off any signs of slow down. 
The nation’s banks followed the 
government’s lead and cut in- 
terest rates on loans, substanti- 
ally easing the money market. 

The Federal Housing Admin- 
istration hoped to sustain an 
early season building spurt by 
liberalizing mortgage insurance 
rates. But the up-trend in con- 
struction appears to have lev- 
eled off. 

Prosperity in the months 
ahead probably will not be 
automatic for everybody. The 
emphasis will be on dealer initi- 
ative and attention to local mar- 
kets and buying trends. The 
coming holiday season should 
spell heavy buying in toys and 
small appliances. Low cost im- 
ported items will make a strong 
bid for budgeted consumer dol- 
lars. 

* * ok 

THREAT of new wage-hour 
headaches for Western em- 
ployers has subsided. Demo- 
cratic Presidential Nominee 
John F. Kennedy suffered a 
sharp legislative rebuff when 
House-Senate conferees failed 
to resolve differences between 
his broad bill and the modest 
House bill... . But the reprieve 
may be only temporary. 
Kennedy has pledged an even 


for WESTERNERS 


bigger bill next year whether 
he returns to Washington as 
President or simply the Junior 
Senator from Massachusetts. 
The labor - backed Democrat 
bill this year proposed an hourly 
wage boost from the present 
$1.00 minimum to $1.25 and 
new coverage for 4 million re- 
tail employees. The House 
measure calied for a raise to 
$1.15 and new coverage for 1.4 
million workers. 
* * * 

THE POST OFFICE is pro- 
posing some new rules which 
will outlaw many types of mail- 
ing devices dealers use for ad- 
vertising. They will require 
shapes and sizes that can be 
handled by postal machines... 
Staples and tab type closers 
will be taboo. The proposals 
will be published some time this 
month and dealers will have a 
chance to return their views to 
the Post Office Department be- 
fore they become law. It may 
mean some costly changes in 
mailing programs. .. . Jobbers 
and manufacturers will have to 
be sure handouts are within 
limits for mailing by dealers. 

* co ok 

WESTERNER IN THE 
NEWS is Seattle advertising ex- 
ecutive Gerald A. Hoeck who has 
been named special public rela- 
tions consultant to the Demo- 
cratic National Committee. He 
will assist in directing informa- 
tion media during the 1960 cam- 
paign. .. . Hoeck has been per- 
sonal advisor to Washington’s 
Senator Henry M. Jackson for 
the past 12 years. Jackson is 
new Chairman of Democratic 
National Committee. 
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ThE 
NEW 


QUIET 








‘TuREMASTER 


MOWER 


THAT 
PRACTICALLY 
SELLS 











ITSELF 


This quiet new mower has what it takes to catch your 

customers’ eyes. The Briggs & Stratton engine is 

completely enclosed . . . the silhouette is low and 

handsome ... and it’s much quieter than conven- MORE NEW PROFIT-MAKt STER 
tional mowers! Show the new Quiet Turfmaster Get the facts on the new _‘ The new Turfmaster Tillers: 


Mower! You'll sell more... and you'll profit more! Turfmaster Riding Mower: tops in performance and turn- 
medium price range . . . out- over. Get details from your 


standing profit-maker! wholesaler today! 


Nationally Advertised in Leading Home Magazines 
UREMASTER D Vf MG a MANUFACTURING COMPANY 
lul“e & ULE —racumono, inviana 


LAWN MOWERS 
“The World's Standard Mower Since 1674" 


See us at the National Hardware Show Booth #1100 October 10-14 at the New York City Coliseum 
For Details Circle 22 on INQUIRY CARD 
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SPEED TOOL TURNOVER WITH 


CRESCENT PEGBOARD pisptays 


Designed for any standard Pegboard* panel having 
quarter-inch holes, these colorful, eye-catching displays 
are so compact as to make possible a complete Crescent 
Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover 
tools are included, conforming closely to NRHA in- 
ventory recommendations. Your jobber can give you 
complete information. See him soon. 


* Pegboard is a registered trademark of the Masonite Corp. 


Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 
us 
; Trade Mark 


of. 
y 3 ———— Crescent 


Retail prices printed on strips. We 
supply new ones for price changes. 


Sign of the Cfrtisan 
Symbol of, Eucdllence 


Crescent is our trade-mork, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
For Details Circle 23 on INQUIRY CARD 
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(iit Promotion Ideas 


Holiday Decorations for Western Hardware Stores... 
Seven Pages of Photo Ideas to Use in Decorating Win- 
dows and Entire Store to Help Catch More Customers 
... Create a Festive Spirit for Your Holiday Gift Promo- 


tion with New Ideas 


> 
DOUBLE WINDOW is decorated with 
“Christmas trees” made of pyramid 
of colored circle against window. 
Colorful result was unusual and car- 
ried considerable impact for Hillsdale 
Hardware in San Mateo, Calif. 


< 

LARGE SANTA is straddling scaffold 
between two ladders in this window of 
Belmont Hardware, Belmont, Calif. 
Gold tinsel is intertwined through 
ladders. Ceramics, glass and dinner- 
ware are effectively displayed. 


> 
DARK GREEN BACKGROUND sets 
off this window of Ernst Hardware in 
downtown store in Seattle. White 
candy canes are crossed and wrapped 
with red satin ribbons. Toys and 
games are displayed on “snow.” 
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Gift Window Displays 


TE RSS Ieee 


CHANGING LIGHTS in window of Hull Brothers Hard- 
ware, Redwood City, Calif., add interest to tool display. 
Housewares are arranged on floor. Metal Christmas tree 
sparkles from multi-colored lighting. 


FENCING IN BACKGROUND is sprayed green to form 
display of Christmas window at Mid-Pac Lumber Com- 
pany’s Waialae-Hahala store in Honolulu, Hawaii. Twisted 
red and green tinsel foil forms hanging decoration. Deco- 
rated tree, gift wrapped packages and cotton snow set 
mood for display of handy-men gifts. 
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FIGURINES in backless display window are placed on 
black painted lattice shelving. Border is “frost” sprayed 
on window. Outlining central figures in center of window 
gets added attention for this window in Arthur's Hard- 
ware, Lynnwood, Washington. 


BRICK PAPER FLOOR sets off this window of variety of 
items for Christmas gift-giving. Twinkling colored lights 
were festooned around display area of window at Ted 
Cooper’s Hardware, San Francisco. 


STRING OF REINDEER ride high in window of Burlin- 
game Hardware Co., Burlingame, Calif. Wrapped gifts 
and head of Santa are included in background. Display of 
home work shop tools are shown gift wrapped. 
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REVOLVING CHRISTMAS TREE on top of ledge of red 
and white striped paper stops traffic for Lakewood Coun- 
try Store, Tacoma, Wash. Small gift items of fishing gear, 
tools and other sporting goods nestle in artificial snow on 
ledge and floor. 


CLOCKS are featured in this window of Ernst Hardware 
Co.’s downtown store in Seattle. Green wall background 
is offset with white floor and fixtures. Red and white canes 
are mounted at ends of center fixture. 


WHITE FIXTURES show electric housewares at Ernst 
Hardware Co. store in downtown Seattle. White bow on 
crossed canes has the words “Gift Ideas” 
Canes are framed by red tinsel. 
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printed on it. 


RED AND WHITE STRIPED PAPER is used in other 
window of Lakewood Country Store, Tacoma, Wash., for 
toys and games. Decorations for windows follow basic 
scheme throughout. Prices are clearly marked on each 
item for “window shoppers.” 


SANTA IN HIS SLEIGH forms background for hand tool 
display and outdoor home lighting items in this window 
of Boye Hardware, Hayward, Calif. Post light in right of 
window has cut-out man-in-the-moon. 


™— SD 
COLORFUL PAPER covers shelves of fixture showing 
glass bottles and other giftware items in Ernst Hardware 
Co.’s Ballard, Wash., branch. Fixture is inside entrance 
of store and can be seen from window. 
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MAIN CHRISTMAS WINDOW at Peterson Brothers 
Hardware, Hayward, Calif., is decorated with candy canes 
and tinsel. Gift items include home workshop tools plus 
electric lanterns and flashlights for outdoor use. 








CORNER WINDOW of downtown store of Ernst Hard- 
ware Co., Seattle, has white carpet and white fixtures. 
Green background contrasts with green and white canes 
hanging in cluster. Uncluttered display shows distinctive 
giftware, dinnerware, cutlery, combination power tool 
and TV set. 
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WHITE PLASTIC TREE is center attraction of small 
appliance window at Menlo Park (Calif.) Hardware Co. 
Gleaming electric housewares are set in “snow” scene. 
Tree is simply decorated with ornaments. 


FLOOR POLISHER and lockset merchandiser takes 
dominant space in this window of Mid-Pac Lumber Com- 
pany’s Waialae-Kahala store, Honolulu, Hawaii. Lockset 
display stands on unfinished bookcase in front of mirror. 
Gift wrapped packages on “snow” complete gift-giving 
suggestion of window. 
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In-Store Decorations 


> 
CANDY CANES are wired to decorated pillars in Ernst 
Hardware Company’s Ballard, Washington, store. Novel 
effect of giant canes and paper wrapped pillar can be seen 
throughout store. Additional decorations include bells. 


> 
WIDE SELECTION of gift wrappings for holidays is 
available from this table display at Arthur’s Hardware, 
Lynnwood, Wash. Included on table are special candles 
shelf and tree ornaments, artificial snow, etc. 
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< 
GIFT WRAP TABLE is well-stocked with variety of 
papers and tapes. Customers can easily find what they 
want and serve themselves. Hanging decorations in store 
of Claremont Hardware, Everett, Wash., are paper stars, 
wreaths and bells. 


ae 


oy 


I 


<- 

PLASTIC SANTA is center of attraction in Seattle Paint 
& Hardware store. Lighted figure was left in cardboard 
shipping frame and suspended from ceiling. Silver foil 
was wrapped around cardboard and also used as added 
decorations around store. 





Exterior Decorations 


> 
SANTA CLAUS seated above en- 
trance to Sierra Madre (Calif.) Hard- 
ware Co. store calls attention to 
Christmas gift shopping need of pass- 
ing traffic. Windows show garlands of 
tinsel strung along top and middle. 
Signs point out gift ideas and sug- 
gestions. 


BUILDING MATERIALS « 
U IL | COTTON COVERED SHELVES sim- 
ulate snow above artificial brick fire- 
~ ee, ca . place. Items are displayed as gift sug- 
: gestions and include prices. Twisted 
red and green cellophane is strung 
throughout Mid-Pac, Ala Moana store 
in Honolulu, Hawaii. 


ce 
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> 
SEASON’S GREETINGS is offered 
customers in form of large green 
wreath with red bow on tower outside 
of Lewers & Cooke, Ltd., Honolulu, 
Hawaii. Other decorations on store 
include waterproof, green lighted pa- 
per strands and large red, green and 
white cardboard candles covering 
posts supporting roof overhang. 


< 

CHRISTMAS TREES and candy canes 
are mounted on overhang on front of 
Arnold’s Hardware, Sierra Madre, 
Calif. Several gift-wrapped packages 
are stacked around trees. In windows 
of store are white-sprayed trees. 


> 
CHRISTMAS TREES cut out of wood 
and painted green are mounted above 
Aina Haina Home & Garden Center 
in Honolulu, Hawaii. Trees have lights 
for colorful night effects. Reindeers 
run across bottom of window displays. 
Fireworks are used in Hawaii for 
New Year’s to ward off “evil spirits.” 
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Artificial Flowers 
Bring Volume Sales 


Hardware Store Finds "Secret" in Selling 
Artificial Flowers .. . Average First Sale 
is $15 to $20... Artificial Fruits and 
Vegetables are Also Volume Sellers in this 
Store. 


Highland Hardware 
National City, Calif. 


INDING an item that will be a regular big 

seller and bring ever increasing profits into the 
store is the hope of all store owners. Seldom are 
there any new types of articles that will fill the 
double bill of adding greatly to the store’s sales 
totals, and also continue to bring a higher volume 
of sales each year. The Highland Hardware 
Store in National City, California, has found just 
such a big seller in their artificial flower and fruit 
department. 

The secret in pushing these flowers has turned 
out to be... arranging them in attractive floral 
designs in various holders . . . making up custom 


ARTIFICIAL FLOWERS are prepared in arrangements 
such as these during slack hours by store employees. 


OCTOBER 1960 


MASSIVE FLORAL DISPLAY captures expanding sales 


of both do-it-yourself and on-the-spot arrangements. 


arrangements for customers. Also they have a 
large variety for customers to choose from. The 
flowers and associated items are now a regular 
department taking up 270 square feet in High- 
land Hardware. 

This unexpected revenue has caused the own- 
ers, Mr. and Mrs. Fred McCormick, to split up 
the store’s duties. Mrs. McCormick devotes most 
of her time to the sale of flowers, fruits, and re- 
lated household decoration items. Mr. McCormick 
handles the rest of their busy store. 

Pricing completed flower sets for sale has 
proven to be nothing of a problem at all. Mrs. 


BEAUTY BY THE BUSHEL describes extensive artificial 
fruit display which attracts new customers. 





McCormick takes the standard retail price of all 
items used and adds $4.00 per hour for time spent 
in arranging them. By splitting up an hour into 
four 15-minute or $1.00 periods, it is easy to 
price the time spent on each arrangement which 
averages 10 to 15 minutes. 

Taking her cue from customers by asking them 
the basic colors of their homes, Mrs. McCormick 
generally starts by making a small “‘on the spot”’ 
arrangement. She uses standard flower arrange- 
ments that she learned in an adult education 
class three years ago. 

Mrs. McCormick has discovered that the Amer- 
ican housewife is so eager to beautify her home 
in a different inexpensive way that she seldom 
stops with just one purchase. The average first 
sale is $15.00 to $20.00 and “this is only the be- 
ginning,” says Mrs. McCormick. “Customers 
come back for more with such frequency that | 
know many of them by their first name.” 

Starting from a modest beginning three years 
ago when Mrs. McCormick first attended the 
flower arranging school, the sale of flowers has 
constantly grown. The only thing that seems like- 
ly to stop increasing sales is the eventual lack of 
space. 

“It is really very easy to make these highly 
profitable arrangements,” says Mrs. McCormick. 
“However, it has proven so extremely important 
to understand the basics of it that I offer my 
employees the chance to attend a course at my 
expense if they desire. Attending school gives 
beginners confidence when they find just how 
pleasant and simple it really is. Fruit and vege- 
table arrangements are equally simple to do.” 


Undeniable testimony of the success of this de- 
partment is given by checking the large variety 
of extremely lifelike fruits and vegetables that 
are stocked. A partial list of these items are: 
cauliflower, egg plant, grapefruit, oranges, lem- 
ons, limes, peaches, pears, bananas, berries and 
corn. 

Mr. and Mrs. McCormick agree that they could 
not even begin to estimate how many extra dol- 
lars this department has brought into their store 
because of the large volume of tie-in sales. The 
flower department alone adds over $3,000 a year 
to their business. Many persons come to buy the 
beautiful artificial flowers they have heard about, 
and return again and again for other items. 

Another profitable situation arises because 
many women coming into the store to get a flower 
arrangement bring their husbands with them. 
This alone is enough to start off impulse buying 
on the part of the husbands while they are brows- 
ing around waiting for their wives’ orders to be 
arranged. 

Their artificial flower department has become 
such a huge success that even with four chain 
store competitors in the immediate shopping cen- 
ter, they have far outstripped all competition. 
Recently one of the big chains was installing a 
false flower department of its own. The manager 
in charge of setting up their display came to see 
just how the McCormicks did it, and brought the 
supplier’s representative with him so that he 
could learn also. 

Need any additional proof be offered to show 
that Americans are hungry for beauty and are 
willing to pay for it? 





CHRISTMAS IDEAS FROM HAWAII 











STOCKING STUFFERS are suggested by this tool sale at 
Mid-Pack Ala Moana hardware store in Honolulu, Hawaii. 
Display is located at end of gondola near front of store 
where traffic is greatest. 


NOVEL DISPLAY of window at Mid-Pacific Lumber Co., 
includes note on table tied with red bow from children to 
dad. It reads: Dear Dad, Mom worked so hard in 1959, 
let’s cheer her up in 1960. How about a beautiful coat of 
paint in her kitchen? 
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Toy Sales 
imed at Adults 


BY C. A. MUELLER 


Aceco Hardware Company 
Denver, Colorado 


AKING a slightly different approach to the 

Christmas toy market, we sold a $4500.00 
volume during 1959 holiday season. 

To my mind, toys are now sold by so many 
types of retail stores that it takes something 
really outstanding for a neighborhood hardware 
store to “stand out.” Yet, stand out we must, in 
order to get our share of the Christmas toy 
dollar. 

We decided to do away with the traditional toy 
merchandising methods, which involve simply at- 
tractive prices, gift wrapping, mass displays, and 
the like. Instead, we decided to use a simple form 
of “shock treatment” to develop interest in toys 
from everyone who entered the store. At the 
same time we planned a personal program aimed 
at parents, rather than youngsters. 

The “Shock Treatment” was based on develop- 
ment of new battery-powered toys which will run 
for long periods of time on ordinary flashlight 
batteries. For that reason, I bought toys such as 
a “reversible” toy truck which automatically 
backs up and takes off in a different direction if 
it bumps into anything. Also a toy space ship, 
equipped with a trip lever which keeps it from 
running off the edge of a table and similar toys. 

When the first of these battery powered toys 
were delivered, we immediately “liberated them”’ 
on the floor throughout the store. Operating con- 
tinuously, each toy spent the day nosing from 
gondola to gondola, bumping into fixtures and 
turning around to start the process all over again. 
We had as many as six of the toys busily buzzing 
around on the floor from the first of November 
on through the entire Christmas Season. Here, 
of course, they were navigating the same area as 
our customers. Because the latter had to use 
care to keep from stepping on them, the toys got 
the sort of attention which would never come 
from window or counter displays. 

We set up this beehive of activity on the floor 
with the deliberate willingness to stand the cost 
of their being accidentally stepped on, or dam- 
aged by over-excited youngsters. As_ things 
worked out, however, we didn’t lose a single toy. 

The sales result was a little short of phenom- 
enal. At least 19 out of every 20 people who 
entered the store during the Christmas Season 
immediately noted the battery-operated toys 
clanging around on the tiled floor. 
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CEMENT-MIXER TRUCK, powered by batteries, scurries 
over floor. “Live” demonstrations sold customers. 


Almost invariably, the first question to be asked 
was the price of the truck, space ship, locomotive, 
etc. This gave us an opportunity to pick the 
animated toy up, place it in the prospect’s hand, 
and invite him to put the toy in lay-away. We 
got a lot of active response to the suggestion. So 
much, in fact, that we had more than $1200.00 
worth of such toys in lay-away when Christmas 
arrived. 

Naturally, we burned up a few dollars worth 
of batteries every day to keep this “floor show” 
in constant operation, but that cost was easily 
absorbed in every day’s extra sales. 

Our second approach to the Christmas toy 
market was based on “individual sales sugges- 
tion to parents.” Through the entire year we 
made it a point to list the name, address, and 
telephone number of as many parents of small 
children as possible. Then, around the first of 
November, we telephoned such parents, inviting 
them to come in with the suggestion “we have 
something to show you.” Keeping the suggestion 
on a mysterious plane got an immediately active 
reaction from most parents. 

When they arrived, they were reasonably sure 
that we wanted to sell them something, but will- 
ing to let us make our Christmas Gift sugges- 
tions. In each case, we had a toy already picked 
out as ideal for a youngster of the age involved. 
Included, of course, were many battery-operated 
toys. We urged the use of lay-away, as well as 
immediate purchasing, to convert the suggestion 
into a sale. We had extremely good luck with 
this type of approach. Confining toy suggestions 
to parents, out of the children’s presence, re- 
tained the “surprise value” of the gift. 

With these two approaches, our toy volume 
went to record proportions, amounting to better 
than $4500.00 last Christmas, in our small neigh- 
borhood hardware store. In fact, we found that 
larger stores were complaining over toy volume, 
at the same time our sales were breaking all for- 
mer records! . 
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Help for Women Shoppers Aids Sales 


Special Help for Women Shoppers in Picking the Proper 
Paint ... Repairing Appliances and Other Electrical 
Problems ... Lawn and Garden Needs and Other 
Helpful Aids All Add up to More Sales 


7 woman shopper needs help,” says Jim 
Lucero, manager of the hardware department 
of The Myers Co. in Las Cruces, N. M. “It means 
sales for us to assist them in solving their prob- 
lems.” 

Lucero reports a steady increase in the volume 
of paint sales. His experience shows that many 
women do not know about paint. The policy at 
Myers is to find out what kind of a paint job is 
being planned. Then Jim Lucero picks out the 
proper pamphlet for the job in mind. The manu- 
facturer’s literature applying to the particular 
painting is selected. Lucero discusses the details 
with the customer. 

THE NEXT STEP AT MYERS is to assist the 
customer in the selection of colors. Final assis- 
tance is in the form of advice as to the use of the 
type of paint itself. 

“The electrical goods department affords us 


ASSISTANCE in selecting colors for decorating job is 
given by hardware department manager Lucero to cus- 
tomer. 


numerous opportunities to help the woman shop- 
per,” points out Lucero. “Customers often bring 
in burned out cords. As a special service we make 
an extension cord up for them, charging only for 
the material used.”” The merchandising policy is 
to go out of the way to help a customer with her 
home needs. 

Juan Ramirez assists in sales. He is well quali- 
fied to repair appliances. The work is done at his 
home. If the job is small, no charge is made. 
Larger jobs require a charge but the principle 
is to accommodate the customer. 

Juan has made a panel of plywood that con- 
tains various types of wiring. A woman shopper 
comes in, is in need of a particular kind of elec- 
trical wiring but does not know its correct name. 
When shown the panel the customer can imme- 
diately pick out the type of wiring desired. Lu- 
cero says: “This is better than going all the way 
back to the stockroom and showing the entire 
stock of wiring. The display panel saves time 
and guess work.” 

A FREQUENT REQUEST on the part of 
women shoppers at Myers Co. is the replacement 
of handles for pots and pans. Either Lucero or 


ELECTRICAL CORD DISPLAY is held by Juan Ramirez. 
Display helps women customers in selecting right type of 
cord. 
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The Myers Co. 
Las Cruces, New Mexico 


Ramirez quickly makes the replacement. If the 
handle is a type not stocked, the needed part is 
secured for the housewares customer. 

Ramirez reports: “Sometimes the customer is 
in need of repairing a leaky faucet. In such cases 
I take a faucet out of stock, take it apart, and 
show how a leak can be remedied. This helps 
sales and makes for goodwill.” 

Lucero, a native of the area, observes that Las 
Cruces is faced with a hard water problem. Be- 
cause of the large military installation in the area 
many people are new to Las Cruces and to the 
water situation. Lucero gives these residents ad- 
vice on the hardness of the water, the type of 
soil, and the conditioning and treatment needed 
for lawn needs. The result is that the lawn de- 
partment of the Myers Co. is hightly lucrative. 

FROM AN ARCHITECTURAL STAND- 
POINT, the Myers Co. assists the woman shop- 
per. The firm has constructed an arcade, one 
side of which houses the hardware and sporting 
goods department. Across the inner court is an 
attractive array of businesses representing a cafe, 


OPPOSITE END OF ARCADE shows hardware store at 
rear right. Gift shop is at rear left. Eight other shops 
are in arcade. 
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ENTRANCE TO HARDWARE STORE from _ within 
arcade. Attractive front uses stone and large glass areas. 


- 


COFFEE POT REPAIRS are discussed by Juan Ramirez 


- and customer. Pot will be repaired at his home workshop. 


BOAT ON DISPLAY in foreground is in front of hard- 
ware store. Arcade corridor has room for merchandise 
displays. 





insurance company, beauty salon, candy shop, 
dress shop, gift shop, barber shop, and shoe store. 

Manager Lucero says: ‘““Women are the major- 
ity of the shoppers in these arcade stores. And 
90 per cent of them, on seeing the hardware win- 
dow displays and stock, when they enter the 
arcade, come in and browse. In many cases, they 
buy.” 

The Myers Co., with an eye for convenience 
in shopping on the part of the woman customer, 
and a genuine effort to assist this type of shop- 
per, is making an enviable and profitable record 
in its hardware department. 


LOOKING INSIDE ARCADE with hardware department 
display windows at left. Candy store is at right. 





Display Board Sells Wiring 


O obtain really impressive sales of any item, the 

hardware dealer should have large quantities to 
impress buyers interested in volume buying. Also 
neat eye-catching displays to arouse the interest 
of casual shoppers. This can be done with heavy 
gage electrical wire. 

“Create a display which attracts customers’ at- 
tention, and place it away from the spools of 


WIRE SAMPLES with prices are displayed at end of 
gondola. Over 35-samples are shown. 
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The Hayseed 
EI Cajon, Calif. 


heavy gage wire in a convenient well traveled area 
of the store,” says Ralph E. May, owner of The 
Hayseed in E] Cajon, California. 

Creating a display for The Hayseed was simply 
a matter of making good use of an old Boy Scout 
idea. To show the various types of knots that 
must be tied by the scout, all knots are fastened 
to a board, and the instructions for tying them 
placed directly below each knot. Adapting this 
technique to modern Peg Board, resulted in an 
extremely neat display of the heavier wire. 

The result of the completed display of wire tied 
to the Peg Board with prices below each wire, and 
a sign, “Please ask clerk,” greatly increased sales 
of the larger wires to customers who had come 
into the store for items other than wire. 

An ideal sales tool was created because it is not 
only eye-catching but it gives customers the 
ability to quickly determine just what is stocked 
in the large, heavy gage wire department of the 
store. The instructions to ask the clerk for fur- 
ther information is a courteous reminder to cus- 
tomers that personnel of the store are willing to 
help solve problems. 

“Sales are as high as would be expected if our 
large wire department were right here at the 
front of the store. Sales have been created and 
maintained by this display,” says May. “In effect 
we have not one, but two wire departments. The 
large impressive spools for the volume buyer, and 
the sales-inducing display for the customer who 
needs wire but just has not realized that this store 
could fill his requirements.” 
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SERVICE MEANS SALES FOR SMALL STORE 


Service and Variety of Stock Sells Merchandise for 

Suburban Hardware Store . . . Smaller Quantities of 

Stock With More Variety is Practical Answer for This 
Small Store's Limited Inventory 


Lakewood Hardware & Paint 
Tacoma, Washington 


ERVICE makes the difference. And it’s service 

that has done the most effective job of promot- 
ing sales for Lakewood Hardware & Paint in 
Tacoma, Wash. 

As owners of a small hardware store (2,000 
square feet of floor space) in a small suburban 
business district, the owners found that regular 
advertising media brought absolutely no response. 
They couldn’t even give paint away as advertised 
in a local newspaper over two consecutive week- 
ends. 

3ut owners Victor E. Harvlie and Bruce W. 
Tyler have been able to achieve a 10 per cent sales 
increase for 1960 over 1959. In a period of gen- 


PRODUCT INFORMATION is given customer by co- 
owner Victor E. Hamlie. He explains use of micrometer. 


OCTOBER 1960 


te 


EXTERIOR OF STORE, which is located in shopping 
center. Sidewalk is used for display of bulky items. 


erally declining sales volumes, that represents a 
solid merchandising achievement. 

Service is not the only answer, of course. The 
partners have also increased inventory by 15 to 
20 per cent. This increase represents a widening 
of variety and an actual reduction of quantity of 
many items. It also indicates a general improve- 
ment in quality of merchandise carried. 

The sales increase is even more significant than 
the 10 per cent figure would indicate. For it has 
been an increase in sales of better quality mer- 
chandise carrying a more satisfactory profit 
margin. 

“In tools, a lower quality had been carried. We 
replaced these lines by good quality tools. We 


PAINT DEPARTMENT is in charge of Bruce Tyler. 
He recommends paint (above) for customer. 





believe that most customers will get better value 
out of quality tools, not just in the long run but 
for the job for which they specifically buy them,” 
Harvlie says. 

Since they operate in a store with limited space, 
the partners have had to make a choice between 
quantity and variety in inventory. 

“Our guiding principle here is that we would 
rather be under-stocked in quantity but not in 
variety,” says Tyler. “We are located close enough 
to our sources of supply that we can obtain an 
item for a customer on very short notice. This is 
not the most desirable way to do it necessarily, 
but in certain items it’s the only practical way it 
can be done.” 

Customers of Lakewood Hardware & Paint 
have discovered that if they come into the store 
with a request within the first hour or so after 
opening, they can get that order by 10 o’clock 
that same morning. 

This particular service is provided through 
teamwork of the two partners. The store is lo- 
cated on the south-side of the city. Harvlie lives 
in a north-end district and has to drive close to 
the downtown area to go to and from work. 

Accordingly, Tyler opens the store every morn- 
ing at eight o’clock. At 8:10, Harvlie phones his 
partner to let him know he’s leaving home and to 
tell him the names of the suppliers that he is go- 
ing to visit on his way to the store. He picks up 
any items needed from the day before, plus any 
additional orders that his partner may telephone 
in to the suppliers. A customer may request a 
special order at nine in the morning and have it 
brought in just one hour later. 

Variety of merchandise of the store is further 
expanded by what Harvlie terms “odd-balls.” 
These are items that he spots in the course of his 
visits to the suppliers, that he decides to add to 
the stock. 

“Nothing impresses a customer quite so much 
as to inquire for a hard-to-get item and have the 
dealer produce it,” Harvlie says. “For instance, 
we carry a one-inch micrometer, a few jeweler’s 
screw drivers, some special TV repair tools, cali- 
pers, and a number of other similar items. 

“We know these things won’t sell immediately 
and may not even sell for the next 12-months. 
And even customers who don’t want to buy this 
kind of merchandise are interested in looking at 
it. It has a certain promotional value in that re- 
spect. It helps build a reputation for us as a 
store that has everything.” 

Paint is the owners’ most sales-productive de- 
partment of all and this has enjoyed a 30 per cent 
sales increase. 

This increase has been achieved in part by 
bringing in new items, new specialty paints and 
accessories, and more variety in the lines carried. 
The store carries two full lines of general type 
paints. 

This department is the specific responsibility 
of Tyler, who used to be a glazier. He has spent 
a good deal of his spare time acquiring new prod- 
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WALLPAPER AND SEEDS are carried side by side. 
Rear of store has gift items with garden tools and hand 
tools. 


VARIETY OF STOCK is one secret of store. 
gadgets and special machinist tools are carried. 


uct knowledge of paints and gives customers, who 
request it, a reliable decorating service. 

This service extends to making a special trip 
to a customer’s house to match colors and advise 
on materials needed. 

“You just can’t count your minutes or your 
costs on a service like this too closely,” Bruce 
Tyler believes. 

“T recently sold a customer four-gallons of 
paint. To do so, I went out to his house where I 
saw the work he intended to do and talked the 
problem over with him. Considering my time 
and driving expense, I doubt if I made anything 
at all on this particular sale. 

“However, this same customer is considering a 
considerably larger paint job within another 
month or two. I expect him to come into the 
store and order $40 to $50 worth of paint. If 
he does so, he will probably take no more than five 
minutes of my time on that occasion. My profit 
then will be very good, but if I make that sale I 
will do so only because of the service I had pre- 
viously extended. 

“In any case, this is part of the general service 
that we feel a neighborhood hardware dealer must 
give to bring people into his store for merchandise 
in any department, whenever those customers 
have a hardware purchase to make.” 
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AHMA & NWHA TO HOLD ANNUAL MEET 


ITH programs arranged and 

reservations made, the joint 
meeting of the American Hard- 
ware Manufacturers Associa- 
tion and The National Wholesale 
Hardware Association antici- 
pate the opening session of their 
convention October 16-19 at At- 
lantic City, N. J. For the whole- 
salers, this is their 66th annual 
convention. The manufacturers 
are holding their 119th semi- 
annual convention. Headquar- 
ters for both groups is the Hotel 
Dennis. 

The annual membership meet- 
ing of the AHMA will be held 
in the Ballroom of the Shel- 
burne Hotel at 9:30 A.M. on 
Tuesday, October 18. Two noted 
speakers are on the program. 
Robert R. Bowie, director of the 
Center for International Affairs 
at Harvard, will discuss the 
foreign situation confronting 
the United States. Bowie is well- 
known as an authority on inter- 
national affairs. Raymond Mo- 
ley will follow with an analysis 
of national affairs including the 
election outlook as of October 
18. 

The Conference Booth Plan 
will be in effect again this year 
on Monday and Tuesday, Oc- 
tober 17 and 18. From 2 until 5 
P.M., wholesalers will have the 
opportunity to meet with rep- 
resentatives of manufacturers. 
This has been a popular part of 
the joint meetings for both 
manufacturers and wholesalers. 

Joining with the Wholesale 
Hardware Association conven- 
tion is the National Association 
of Sheet Metal Distributors. 
They are holding a joint session 
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American Hardware Manufacturers Asso- 
ciation and The National Wholesale Hard- 
ware Association to Hold Joint Conven- 
tion at Atlantic City 


on Tuesday. Three subjects have 
been selected for discussion at 
this meeting. The Role of the 
Distributor in the Metal Indus- 
try; Checking the Integrity and 
Honesty of Employees; and 
Creative Thinking Can Improve 
Your Entire Company and Per- 
sonnel Outlook are the topics to 
be presented. A. B. Lewis, pres- 
ident of the sheet metal dis- 
tributors, will preside. 

Registration of delegates will 
take place Saturday and Sunday 
in the lower lobby of the Hotel 
Dennis. On Sunday, a meeting 
of the executive committee and 
advisory board of the wholesale 
association has been slated. The 
evening of Sunday is reserved 
for an informal reception for 
the presidents of the associa- 
tions. 

For executives 40 years and 
under, the annual breakfast 
meeting has been arranged for 
Monday morning. General ses- 
sions will begin at 10 A.M. Mon- 
day evening an informal dance 
for all delegates will be held at 
Borton Hall, Hotel Dennis. 

On Wednesday, a_ general 
open session with president of 
the wholesale association, How- 
ard Price, Salt Lake Hardware 
Company executive vice presi- 
dent and general manager, pre- 
siding. Some of the subjects to 
be discussed are Better and 
More Effective Catalogs at Low- 
er Cost to Wholesalers and 
Manufacturers; Better Pur- 
chase Orders and Manufactur- 
ers’ Invoices can Provide Real 
Savings; Equal Taxation is a 
Must; Knowledge of Our Costs 
can Provide Remedies for the 


Handling of Currently Unprofit- 
able Lines by U. J. Kuhre, vice 
president, Strevell Paterson 
Hardware Company, Salt Lake 
City, Utah; and DCA—A Valu- 
able Tool for Greater Profits, by 
S. T. Exley, president of Harper 
& Reynolds Corp., Los Angeles. 

At the conclusion of Wednes- 
day’s meeting, presentations of 
awards to manufacturers will 
be made. Election of officers and 
introduction of the new presi- 
dent of the Manufacturers asso- 
ciation will also take place. 

Other activities of the whole- 
salers include the Monday open 
session which will see the man- 
aging director of the NWHA, 
Thomas A. Fernley, Jr., present 
an outline of the association’s 
activities to the membership. 
Other speakers for the day in- 
clude Allston Vander Horst, 
partner with Wm. H. Cole & 
Sons, Baltimore, Md. He will 
speak on “Our New Warehouse 
and Its Effects on Our Operat- 
ing Costs.” Jack Mueller, owner 
of Beltrami Hardware Com- 
pany, Bemidji, Minn., talks on 
“How the Turnover Handbook 
Works for Us.” Concluding the 
Monday meeting will be Bur- 
rows Morley, vice president of 
Morley Brothers, Saginaw, 
Michigan. His talk is “How We 
Have Utilized the NRHA Turn- 
over Handbook.” 

For the ladies at the meet- 
ings, a luncheon will be held 
Monday, sponsored by the man- 
ufacturers association. Hen- 
sleigh C. Wedgwood will give an 
illustrated talk on Wedgwood 
china. Other activities will be 
available also. 
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MARKER AND SIGN CATALOG 
describes and illustrates complete in- 
formation on pipe markers, electrical 
markers, numerals, letters, safety 
signs and identification sign. Called 
Speedy Marx, all items are printed on 
waterproof vinyl cloth furnished on 
quick-release dispensing cards, and 
are backed with an instant-stick ad- 
hesive. Pipe markers are shown in 
actual color, in five different printing 
styles, together with pipe sizes for 
which they are intended. One section 
of this 24-page catalog explains where 
Speedy Marx are applied .. . without 
screws, bolts or tools. Price lists and 
complete information for ordering are 
also provided. 

For Details Circle 200 on INQUIRY CARD 


ACTUAL SIZE CHART for ma- 
chine screws and tapping screws 
issued by Southern Screw Company 
illustrates the actual size of machine 
screws in lengths from \” to 6” and 
diameters 2 through % . tapping 
screws are shown in lengths 4” to 
2” and diameters #4 through #14 
or %. Listed are the materials, fin- 
ishes and head styles that are avail- 
able in packages. Actual size charts 
go “hand in hand” as sales aids to 
sales personnel helping the “I don’t 
know the exact size’ customer make 
his selection without pulling items 
from the shelf. 

For Details Circle 201 on INQUIRY CARD 


HOME MODERNIZATION IDEAS 
by the dozen are offered by United 
States Steel in this 16-page booklet 
entitled “What’s What In Home Mod- 
ernization.” The publication covers 
all phases of putting an aging home 
back on the active list “Inside-Outside- 
All Around The House” as the book- 
let points out. The advantages of 
steel for style, durability and service 
are pointed out in each section. 

For Details Circle 202 on INQUIRY CARD 


FOLDING AND SLIDING DOOR 
HARDWARE and drawer slides are 
described and illustrated in this bro- 
chure issued by Acme Appliance 
Manufacturing Co. Included are prices 
and specifications, shipping informa- 
tion, and sections on sliding door 
hardware for by-passing doors, and 
hardware for single sliding doors. 

For Details Circle 203 on INQUIRY CARD 
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RECESSED LIGHT FIXTURES 
CATALOG, issued by the Moe Light 
Division of Thomas Industries, Inc., 
describes and illustrates in color in 
36 pages the company’s complete line 
of residential and commercial units. 
Catalog offers installation instruc- 
tions, light curves and _ coefficient 
tables, as well as detailed drawings 
of all recessed units, including square. 
rectangular, opal glass, round, ad- 
justable beam, shower and aisle light 
types. 

For Details Circle 204 on INQUIRY CARD 


INDUSTRIAL AND COMMER- 
CIAL steel shelving 36-page catalog 
issued by Penco Division, Alan Wood 
Steel Co., contains full information 
on boltless T-line shelving, angle 
shelving, tool storage shelving ar- 
rangements and truck shelving. Also 
included is a section on Penco steel 
lockers, storage cabinets, and book- 
ease shelving. Typical applications 
are discussed to aid in selecting the 
most suitable type of shelving for an 
economical, efficient installation. 

For Details Circle 205 on INQUIRY CARD 


“VISIONS OF BEAUTY—Fashions 
in Light” describes the scores of new 
interior and exterior lighting fixtures 
for the home, from lawn lanterns t« 
dramatic new pendants featured in 
this 66-page, full color catalog issued 
by Moe Light Division, Thomas In- 
dustries, Inc. The catalog acts as a 
guide for the use of builders, con- 
tractors, architects and consumers. 
Full color photographs and illustra- 
tions depict the latest approaches in 
decorating the modern home with 
light. 

For Details Circle 207 on INQUIRY CARD 


MORE THAN 800 individual auto- 
motive, industrial, marine and house- 
hold tools are described and _illus- 
trated in this 44-page catalog issued 
by Vichek Tool Co. Features include 
246 illustrations in addition to numer- 
ous sketches and tables. Tools shown 
in catalog include open end wrenches, 
combination wrenches, box wrenches, 
pipe wrenches, sockets and attach- 
ments, hex nut drivers, pliers, ham- 
mers, mallets, chisels and punches, 
screw drivers, gages, hacksaws and 
many other items. 

For Details Circle 208 on INQUIRY CARD 


To Receive Any of this 
Printed Matter Circle 
Number on Inquiry Card 
Facing Page 52 


LIVE ROLLER CONVEYOR bulle- 
tin, a 2-color, 4-page informative piece 
issued by The Rapid Standard Co., Inc., 
covers types of materials, cartons and 
other containers for which the con- 
veyor is suited. Also included is a 
list of the company’s representatives 
in the U. S., Canada and 26 other 
countries. Principles of operation and 
application to live roller conveyors 
are explained in brief, explicit copy 
and illustrated by picture and photo 
diagram. 

For Details Circle 213 on INQUIRY CARD 


TOOL CATALOG issued by Chicago 
Latrobe complete with prices is a 68- 
page catalog, 8%” x 11” that is easy 
to use. Includes specifications of 
drills, reamers, countersinks, carbide 
tools, power bits, wood bits, glass 
drills, lathe mandrels, arbors, router 
bits, gun drills and special tools. Also 
included is a section on helpful drill 
facts along with a chart on speeds 
and feeds for high speed drills. 

For Details Circle 214 on INQUIRY CARD 


SPRAYERS, DUSTERS and allied 
products are covered in this 24-page 
catalog issued by Universal Metal 
Products Company. Catalog tells the 
complete story under one cover. Five 
pages are devoted to the Stroll’n 
spray compressor air series. Dimen- 
sions, specifications and shipping in- 
formation are indicated for every 
product. 

For Details Circle 209 on INQUIRY CARD 


STANDARD AND SPECIALIZED 
hardware designed to reduce manu- 
facturing costs, simplify assembly and 
meet the reqjuirements of modern de- 
sign for most furniture needs are 
shown in close-up detail in this 16- 
page furniture hardware catalog is- 
sued by Selby Furniture Hardware 
Company. 

For Details Circle 210 on INQUIRY CARD 


PRECISION CHAIN LENGTH 
CALCULATOR finds correct chain 
lengths in pitches and inches in this 
sales aid offered by Whitney Chain 
Company, subsidiary of Foote Bros. 
Gear & Machine Corp. Said to have 
the accuracy of a 14-inch slide rule, 
Calculator eliminates need for formu- 
lae or correction tables. 

For Details Circle 215 on INQUIRY CARD 
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This fall increase your sales of Cyclone Lawn Fence 


with an eye-catching lawn-planting display 
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“LAWN FENCE | 


















































For Details Circle 24 ne INQUIRY CARD 
OCTOBER 1960 


In many sections of the South and 
Southwest late fall is the ideal time to 
seed or plug new lawns. And it’s also 
the time for you to promote the sales 
of lawn supplies with customer-ap- 
pealing displays like the one here. 

In a prominent spot in your store 
set up a Fall Lawn Planting Center. 
Use lawn seed, fertilizer, rakes and 
other tools, and USS Cyclone Lawn 
Fence. Have store clerks primed to 
answer questions about lawn plant- 
ing and to recommend the protection 
of USS Cyclone Lawn Fence for new, 
tender lawns. In connection with this 
display you might also include fall- 
planting bulbs and Cyclone Flower 
Bed Border. 

USS Cyclone Lawn Fence and 
Flower Bed Border are superior 
products. They sell readily, stand up 
well in service and develop good re- 
peat business. The lawn fence is 
available, welded or woven, in single 
and double loop styles and in heights 
of 36, 42 and 48 inches. Flower bed 
border is made either welded or 
woven style and is identical to lawn 
fence in construction. 

Check your stocks of Cyclone 
Lawn Fence today and see your job- 
ber for additional supplies. Then use 
these display suggestions to get your 
share of this profitable fall business. 

USS, Cyclone and “Red Tag” 
are registered trademarks 


USS CYCLONE “RED TAG” HARDWARE 
PRODUCTS include: Bronze, Galvanized Steel 
and Aluminum Screening 


Lawn Fence and Flower Bed Border « Door Mats 
« Aluminum Rose Trellis « Hardware Cloth « 
Catch-All Baskets 


American Steel & Wire 


Division of 
United States Steel 


Cyclone Sales Offices Coast to Coast 


This mark tells you a product is made 
of modern, dependable Steel. 





FREE LITERATURE 


CONSTRUCTION CONTROL 
PLAN CHARTS, offered by the Gen- 
eral Electric Company is intended to 
be helpful to builders in planning and 
expediting their construction sched- 
ules. The chart is in essence a calen- 
dar with side space for writing in 
names of subcontractors and other 
information. 

For Details Circle 206 on INQUIRY CARD 


VENT-O-MAGIC brochure and en- 
velope stuffer issued by the Ohio 


Foundry and Manufacturing Company 
illustrate the Vent-O-Magic heater in 
natural color and detail the operating 
functions of each available model. 

For Details Circle 211 on INQUIRY CARD 


DIE CAST ZINC ALLOY and 
molded nylon fasteners are described 
in this single-sheet bulletin issued by 
Gries Reproducer Corporation as a 
supplement to the complete Gries 
fastener catalog. The addition in- 
cludes descriptions of GRC’s integral 
washer base fasteners. 

For Details Circle 212 on INQUIRY CARD 


ONE QUALITY SOURCE 





FOR ALL YOUR 


SPRAYERS aa DUSTERS 


Every sprayer and duster you need to 
capture YOUR share of the big, pro- 
fitable lawn-and-garden market! Stock 
and promote these performance- 
proved, eye-appealing units. Fast de- 


livery service. 


Open Head 
Compressed 
Air Sprayer 


Fresh off the press ..-+ 
CHAPIN'S NEW 1961 
CATALOG, Send for 
your copy today. Write 
Dept. 00 


Funnel Top 
Compressed 
Air Sprayer 








All Brass 
Continuous 
Hand Sprayer 


Cart Sprayer 


All Directional 
Duster 


Handy Hose 
Sprayers 


Quality Sprayers and Dusters Since 1887 
MANUFACTURING WORKS. INC. 


HW-1, BATAVIA, N. Y. 


For Details Circle 25 on INQUIRY CARD 





HACK SAW BLADES description 
and specifications for all type of hand 
hack saw blades is covered in this 
three-color catalog page issued by 
G. W. Griffin Company. Date includes 
blade size, teeth per inch, type of al- 
loy and recommended uses. 

For Details Circle 216 on INQUIRY CARD 


WHEELED EQUIPMENT CATA- 
LOG issued by The Paul O. Young 
Company illustrates in 32 pages sizes 
and styles of utility carts used in 
housekeeping and maintenance in in- 
dustrial buildings. Also included is 
the standard line of Young’s collector 
carts, linen trucks, canvas bags, and 
materials handling equipment. List 
prices and shipping information are 
shown on each page. 

For Details Circle 217 on INQUIRY CARD 


ALL-PURPOSE BROOM catalog 
sheet issued by American Push Broom 
Co.; illustrates and describes “The 
Freeway ’60” Duratex broom used 
for driveways, patios, and cement 
floors. 

For Details Circle 218 on INQUIRY CARD 


DIRECT MAIL FOLDER tells how 
“Rust-I-Cide” saves labor and avoids 
replacement costs by removing rust 
and conditioning metal surfaces. The 
folder is from Rusticide Products 
Company. It describes cleaning rusted 
equipment, machinery, and tools. Also 
included are methods of preparing 
new metal and rusted metal for 
painting. 

For Details Circle 222 on INQUIRY CARD 


FULL-LINE FLASHLIGHT CAT- 
ALOG from the Ray-O-Vac Com- 
pany. Especially developed to im- 
prove flashlight sales systems, the 
flashlight catalog is in four colors 
with pictures and prices. It describes 
Ray-O-Vac’s complete line of all pur- 
pose, heavy duty industrial flash- 
lights and service items. 

For Details Circle 223 on INQUIRY CARD 


HOUSEKEEPING AND SNOW 
TOYS catalog has been published by 
Napco Industries, Minneapolis, Minn. 
Napco has been known primarily as 
a manufacturer of the “Slidin’ 
Saucer,” “Sno-Go,” and other snow 
toys. The new catalog includes five 
models of toy electric irons, three 
toy ironing boards. 

For Details Circle 224 on INQUIRY CARD 


SIXTEEN PAGE BULLETIN from 
Belsaw Tool Co. tells how home 
builders save 50 per cent on all types 
of molding with Multi-Duty Power 
Tool. The bulletin is illustrated 
throughout with pictures. It explains 
in detail the type of dimension lum- 
ber used for the molding and the dif- 
ferent styles of molding cut. 

For Details Circle 225 on INQUIRY CARD 
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GENS(O): 


BUSHMAN 


" Adjustable 
Tension Stud 
No pins to lose. 


bow 


saws 


GIVE YOU 


PROFABILITY 


Gensco Bushman bow saws are the fast, easy 
cutting saws. with genuine Swedish steel blades 
that everyone wants. Home owners, farmers 
campers use these famous saws for cutting fire 
wood, pulpwood, fenceposts, pruning and general 
work 

The Gensco line sells faster and offers you more 
profit potential. And it has more exclusive pat 
ented features, too. Series 300 has an exclusive 
adjustable one-piece tension stud that simplifies 
blade changing, eliminates loss af pins, and 
maintains constant blade tension 

Order your supply of Gensco Bushman bow saws 
icelaamm e]elam (el elel-1amcelel-) 

Other Products include: Swedish Wood Chisels 
a Full line of Builders’ and Shelf Hardware, Stove 
| sYo) hem lalem a lelele elo g slur 

% Profability—that quality in Gensco Tools that 
makes them sell-easily, satisfy customers, main 
tain a full profit margin 


GENSCO TOOLS 


Division of General Stee! Warehouse 


1808 N. Kostner Avenue ¢ Chicago 39, Illinois 
For Details Circle 26 on INQUIRY CARD 
OCTOBER 1960 


Do floor nails 


rip into your 
Sander profits? 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


For rugged 

rental trade. 

Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”. ..no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 


a on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. ‘i 


PHOT nanerRESORENE 60 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 
C x 2 S23. eee oe 
669 ~ 20th $?., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J, 

Please send me folders describing Holt rental machines. 

OI geen POSITION 

FIR. 


a 


For Details Circle 27 on INQUIRY CARD 
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Western Metal Elects 
Warner VP 


SAN DIEGO—Bruce Warner has 
been elected a vice president of West- 
ern Metal Supply Company, it was 
announced recently. Warner will be 
responsible to the firm’s president 
Murray Smith. His position will entail 
planning and putting into effect new 
organizational programs for serving 
Western’s customers more efficiently. 

Warner joined Western Metal in 
1936. He became branch manager in 
El Centro, Calif., in 1954. 


Ames Appoints 
Ass't Sales 
Mor. 


Frederick F. 
Forbes 


The O. Ames Co., Parkersburg, 
West Virginia, announced the appoint- 
ment of Frederick F. Forbes as assis- 
tant to the sales manager, Tool Divi- 
sion. In addition to the above, his new 
responsibilities will include coordina- 
tion of new product development, 
cataloging, and advertising. 

For the past five years Forbes has 
served as Middle Atlantic District 
Sales Manager for the company. 


Rueger 
Appoints 
Dist. Manager 


Howard 
Lake 


SEATTLE—Howard Lake has been 
appointed district manager for the 
Rueger Company’s office here. Lake 
joined the representative firm about a 
year ago. He previously was in sales 
in the Northwest for 14 years. 

Lake will be responsible for sales 
in the state of Washington. 
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CERTIFICATES OF COMPLETION 
were awarded to 30 persons who com- 
pleted the 12-week Spring training 
Program sponsored by the Builders 
Hardware Club of Southern California 
and American Society of Architectural 
Hardware Consultants both in Los An- 
geles. Wide-spread interest in the 
training sessions was indicated by the 
attendance which averaged some 50- 
persons. The program was completed 
recently. 


Seibert Is Moto-Mower Rep 


PORTLAND — Donald “Bill” Sei- 
bert has been appointed a sales rep- 
resentative of Dura Corporation. 

He will represent Moto-Mower in 
Oregon, Washington, Montana and 
Idaho. Located at 4430 S. East Flavel 
Street, Portland, Seibert comes to the 
company after service with another 
mower manufacturer. 


Ettelson Starts 
59th Year at M. Seller 


PORTLAND—Ben Ettelson began 
his 59th year with M. Seller Company 
on August 17, 1960. He started as a 
stock boy in the firm’s warehouse in 
1902. He served as general manager 
until March of 1952, at which time he 
assumed the position of consultant to 
the new management. Ettelson still 
works a five-day week at his old desk. 


Faultless Promotes Reeves 


LOS ANGELES—Faultless Caster 
Corporation, Evansville, Ind., an- 
nounced that D. Jack Reeves has been 
named to the sales staff of the com- 
pany’s West Coast office here. He 
succeeds J. W. Allen who was named 
to take over the Cleveland, Ohio, ter- 
ritory. 


SCHOLARSHIP WINNERS George 
Lawson and Richard Hay receive their 
awards from Edward B. Veihmeyer, 
national president of ASAHC and 
Daniel R. Hay, president of Southwest 
Chapter 18, ASAHC. Two scholarships 
are awarded each year by the Builders 
Hardware Club of Southern California 
and the Southwest Chapter of ASAHC. 
The scholarships were for the Build- 
ers Hardware summer course at Ohio 
State University. 


Lynn & Brooks Appointed 
West Coast Sprayit Rep 


LOS ANGELES—Lynn & Brooks, 
here, has been appointed West Coast 
sales representative for the Electric 
Sprayit division of Thomas Industries 
Inc., Louisville, Kentucky. 

Lynn & Brooks will be responsible 
for sales of Sprayit portable paint 
spraying eauipment in Oregon, Wash- 
ington, Nevada, California, Alaska 
and Hawaii, with 13 salesmen as- 
signed to the account. 

Wallace R. Lynn and K. A. (Ken) 
Brooks are partners in Lynn & 
Brooks. Brooks is in charge of Los 
Angeles headquarters located at 3055 
Wilshire Boulevard. Lynn is in charge 
of the San Francisco office. Jack 
Green heads the company’s Seattle, 
Wash., office. 


Annual Golf Meet Held By 
Calif. Retail Hdw. Assoc. 


SAN FRANCISCO—The California 
Retail Hardware Association held its 
annual “Tee Party” at Sequoyah 
Country Club, Oakland, Tuesday, Sep- 
tember 20, for all industry people. 

Dinner and entertainment capped 
the day of golfing. Trophies and 
prizes were awarded to winners. 
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RUST-PROOF 


ELDED-FENCE 


Vinyl-clad OVER galvanized. 

Rust proof — thick, plastic coating. 2” x 254” 
Bonded to wire — won’t peel or chip. mesh, 
Color: Lawn Green for invisibility . 14 gauge 
Family-safe, no sharp edges. 

Only fence packaged in cartons. 


Sell a TWO-Price Line — 
VINYL-CLAD and Galvanized After! 


APPROXIMATE RETAIL PRICES: 
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Vinyl-clad — 36” x 50’ 
Vinyl-clad — 48” x 50’ 
Galv. after — 36” x 50’ 
Galv. after — 48” x 50’ 


am 


GILBERT & BENNETT MFG. CO. 


@; yO : : Ras 
Ounee TOTES Georgetown, Connecticut Blue Island, Illinois 
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o, ay é ¢ ; 
lily fly 


RUST-PROOF 


FLOWER BORDER 


oud TRELLIS 


with 7 FREE STAKES 


Vinyl-clad OVER galvanized. 

Rust-proof — thick, plastic coating. 
Bonded to wire — won’t peel or chip. 
Colors: Lawn Green or House White... 
Green for invisibility . . . white for contrast. 
Family-safe, — no sharp edges. 


Sell a TWO Price Line — 
VINYL-CLAD and Galvanized After 


APPROXIMATE RETAIL PRICES: 








Vinyl-clad — 14” x 25’ $3.90 
Galv. after — 14” x 25’ 2.70 











or inyeled| ‘Welded mesh — 
3 New: eR BORDER o's 
LOWE euuls height 14” 


” or etn or ABOVE ground 









Form No. 61-7 





ae 
ee TT 
Px 


= 








i am bf Si. it . (i! 
fan : TT 
i Me “Hy nt N} 


UN pm mai 


ah 



















































Mer) wl ‘ 

‘ { 
amu Yan | 
Win 
iil 
ee + 


Il 


Packaged SIX to a Self-Selling Display Carton 
GILBERT & BENNETT MFG. 


Ser Velen Georgetown, Connecticut e¢ Blue Island, Illinois 


Co. 


Printed in U.S.A. 


POT & KETTLE CLUB NEWS 


SEATTLE—Lifetime-member, Tony 
Kusak of The Kusak Glass Works 
was cited by Frederick & Nelson as 
their outstanding supplier for the 
year. Tony Kusak, Jr. accepted the 
award for his father and the com- 
pany since Tony, Sr., was in a hos- 
pital recovering from pneumonia. The 
Kusak firm was additionally honored 
for its 46 outstanding years of service. 

The Fishing Derby found Art 
Dunson landing the biggest at West- 
port and Vic Pritchett turned green 
with envy. The Spooners liked 
their president, Ethel Bennett so 
much they have re-elected her for the 
1960-61 year. . . . September 12 was 
the kick-off meeting for the fall ses- 
sion. The noon meeting also honored 
the club’s lifetime members. . . . Three 
divisions lined up for the annual golf 
tourney at Maplewood. First division 
battlers included Harry Cassels, 


Wally Suva, Bob Noll and Bill Kokesh. 


PORTLAND—The annual Fishing 
Derby held at Astoria for Fathers and 
Sons had a turnout of some 34. The 
August event found all feeding the 
fish with Paul Johnson and his crew 
getting their limit by noon... . Fu- 
ture activities of the club will include 
a Bazaar in November instead of the 
annual fund raising rummage sale. 
The Skillettes put on their Blue Room 
production at the Blue Room Theater, 
September 29. .. . Industry Recogni- 
tion Night to be held in Decembe1 
has been set. The committee to se- 
lect the honored guest has been ap- 
pointed. ... Larry Hoppe of Superior 
Fast Freight has been named sales 
manager of the Los Angeles office and 
has resigned his office of recording 
secretary. 


DEN VER—The list of new officers 
for 1960-61 are president—Roy J. 
O'Donnell; 1st V.P.—Maurice Fink; 
2nd V.P.—Edwin D. Wolf; recording 
secretary —James Thompson; trea- 
surer — Herbert Bradburne;  corre- 
sponding secretary — Allen B. Car- 
penter; historian—Kenneth J. Dahm; 
and sergeant-at-arms—Al Friess. .. . 
All of the new officers are also board 
of director members in addition to 
the following: Harry H. Lipp, Harry 
C. Owens, Harlan Meyer and Leighton 
Medill. .. . Chairman of the publicity 
committee is John Archibald. He has 
as members of his committee Bill 
Gelder and Kenneth J. Dahm. .. . The 
annual Pot & Kettle Club scholarship 
was awarded to Vance V. Vogt, sopho- 
more business major at the Univer- 
sity of Denver Extension Center. The 
$500 award is based on academic 
achievement, business aptitude and 
need. Vogt is a line repairman for 
Mountain States Telephone & Tele- 
graph Co. He attends school even- 
ings. He is married and he and his 
wife live in Denver. This is the first 
time that Denver has had the oppor- 
tunity to select the scholarship award. 
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SAN FRANCISCO — Tom Payton, 
Cory Corp., newly elected president 
for the coming year has some secrets 
for members. . . . He says they will 
be revealed on appropriate meeting 
dates. . . . The installation of officers 
dinner held at Hyatt House was a suc- 
cess and the schedule calls for an- 
other event which includes the ladies 
in February. It will be a Gay Nine- 
ties and Hard Times costume affair. 
.. . First business meeting saw Miss 
San Francisco P & K selected for 
1960-61. Out of 10 lovely contestants, 
the right one was chosen... . She will 
reign over special events held by the 
club in the coming year. 


N. Y. Hardware-Houseware Fair 
Attracts World-Wide Group 


Manufacturers, jobbers and import- 
ers displayed a world-wide variety of 
hardware and housewares at the An- 
nual Hardware-Houseware Fair, Octo- 
ber 9 through 14, at the Barbizon- 
Plaza Hotel, New York City. 

Everything from casters and crow- 
bars to baskets and bicycles were 
shown to the 8,000 United States and 
Canadian retail and wholesale buyers 
at the Fair. 

Fast moving, popular priced lines 
of American and imported hardware 
and housewares packed the fourth 
floor of the Barbizon-Plaza. A variety 
of new and standard items in hard- 
ware, housewares, home furnishings, 
cutlery, variety, sporting goods, auto- 
motive supplies, lawn and garden 
items, premiums, do-it-yourself, gifts, 
appliances, toys, power tools and ac- 
cessories were shown. Viewing the 
vast array of merchandise from such 
countries as the United States, Ger- 
many, Japan, France, Italy, Great 
Britain and Belgium was an all-trade 
group from here and abroad. 


West Coast S & Q Dealers 
Up Toy Orders 10 Percent 


PORTLAND, Ore.—Attendance and 
orders were up at the Toy and Gift 
Show held here recently for S & Q 
dealers. 

According to the Janney Semple 
Hill and Company, 8S & Q dealers will 
use two separate consumer books this 
year in promoting the Christmas sell- 
ing season. They will distribute a 
separate 24-page, 4-color toy book in 
early November and a separate 16- 
page, 4-color gift book, to be released 
the last week of November. 

Two special merchandising aids 
were supplied dealers this year to 
improve the turn-over and the mer- 
chandising of toys. 


National Paint Meeting 


The 73rd Annual National Paint, 
Varnish and Lacquer Association 
meeting will be held at the Drake 
Hotel, Chicago, IIl., October 27-29. 
Highlighting the program will be 
conferences and seminars. 
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REPRESENTATIVE FIRM MOVES 


OAKLAND—tThe firm of Kingsley & 
Marshall, manufacturers representa- 
tives have moved here from the West- 
ern Merchandise Mart in San Fran- 
cisco. Robert Van Court (left) who 
joined the firm the first part of the 
year has become a partner of Harold 
C. Marshall and the firm name will 
subsequently be changed to Marshall 
& Van Court. Van Court was for- 
merly Northern California representa- 
tive for Mirman & Peters of Los An- 
geles. He has a background of 10 
years in the housewares field, start- 
ing with Wear-Ever Aluminum Com- 
pany. He later joined Tubbs Cordage 
Co. as their regional salesman. He 
returned to housewares field in 1953 
as senior district salesman with Ekco 
Products Co. 


National Hardware Show 
Moves to Chicago in 1961 


On the eve of the 1960 Show 
it was announced by managing 
director, Frank M. Yeager, that 
the National Hardware Show 
will be moved from New York 
to Chicago in 1961. 

The 16th annual National 
Hardware Show will be held in 
the new Chicago Exposition 
Center October 2 through 6. 

“The National Hardware 
Show has not been held in Chi- 
cago since 1955, and Chicago, be- 
cause of its location geographi- 
cally and economically merits a 
complete show. With the open- 
ing of the mammoth $35,000,000 
Exposition Center, Chicago of- 
fers a suitable building for the 
most complete and diversified 
show in America,” Yeager added. 

The building strategically lo- 
cated on the lake front at 23rd 
Street, just a short distance 
from the loop. 

Complete information about 
the 1961 show may be obtained 
by writing National Hardware 
Show, 331 Madison Avenue, 
New York 17, New York. 
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| Borden Appoints Three 
é & | Western District Managers 
LOS ANGELES—Benjamin B. But- 
ler has been named district manager 
for the Western Operations depart- 
ment of The Borden Chemical Com- 
€ pany, division of The Borden Com- 


pany. He will be responsible for all 
sales and manufacturing in the Cali- 
fornia area. Butler joined Borden 
Chemical in 1946 as a chemical engi- 
neer for research and development. 


SPRINGFIELD, Ore. — John W. 
Runkel will cover Oregon, Southern 
Idaho and Wyoming as district man- 
ager for Borden Chemical Company. 
He first joined Borden Chemical in 
1950. He was plywood sales manager 
for Western Operations prior to his 
promotion. 


SEATTLE — Francis W. Linehan 
has been appointed district manager 
for Borden Chemical Company. He 
will be responsible for sales in Wash- 

; 2 ington and Canada. He has been with 
Finest the company since 1940. Linehan was 

: formerly sales manager for Western 
packaging Operations. He will headquarter in 
the firm’s offices here. 


Pacific Southwest Hardware 
Group Held Golf Meet 


LOS ANGELES—The Pacific 
Southwest Hardware Association held 
their annual Industry Golf Day on 
Monday, September 19, at the Yorba 
Linda Country Club here. 

Dinner followed the golf tournament 
at which time prizes and awards were 
made for those who played golf and 
for those who didn’t. 





FOR BETHLEHEM 


TM Chain is the solid line from every point of. view. 
It includes all types and sizes of Welded, Weldless and 
Stamped Chain. It’s backed up by strong national ad- 
vertising ... finest packaging ... latest sales helps and 
87 years of chain-making experience. The result, chain 
sales you can't afford to overlook—solid chain profits 
you really ought to investigate. Call your nearby whole- 
saler or write today! 


Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility 
Chains e Animal Chains e All types of Weldless and Stamped 
Chain e A full line of chain fittings and attachments. 





BBB 4 TM Chain 
Proof Coil in Salesmaker 


re QV) SEATTLE—Artist’s conception of 
——— a major production building (within 
a YE || Distinctive, Soeciel one, dotted line) for Bethlehem Steel 
aylor ; HE p eertons ia Company’s fastener plant. The new 
building will be 200 x 100 feet. Ac- 
ade cording to general manager W. J. 
Bolton, the structure will house ma- 
chinery for coldforging bolts, rivets 
CHAIN SINCE S.G. TAYLOR CHAIN CO., Inc. and many types of special fasteners. 
1873 Hammond, Indiana The plant is located at 3800 Iowa 
WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Avenue, Los Angeles 22, California Ave., here. 
For Details Circle 29 on INQUIRY CARD 
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Yale Names 
Ass't Sales 
Mor. 


William C. 
Hettling 


William C. Hettling has been pro- 
moted to assistant general sales man- 
ager of Yale Lock and Hardware divi- 
sion of The Yale & Towne Manufac- 
turing Company. 

Hettling was formerly assistant con- 
tract hardware sales manager. He was 
a territory salesman in San Francisco 

after he joined Yale 
& Towne in 1952. 


Daley Names 
NW Sales Rep 


Lester C. 
Doering 


SEATTLE—Lester C. Doering has 
recently been appointed the North- 
west representative for Daley Store 
Fixtures, manufacturers and distrib- 
utors of steel pre-fabricated store fix- 
tures. 

Doering will work from his Seattle 
office at 3402 41st Street, S.W. He 
will represent the Daley line through- 
out Oregon and Washington. 


Builders Hardware School 
Starts in Northern California 


SAN FRANCISCO—The Builders 
Hardware Basic Training Course was 
scheduled to start on September 21 at 
the Builders Exchange, 850 South Van 
Ness Avenue, here. It will be continued 
each Wednesday evening throughout 
a total of 20 sessions. 

Students tuition of $20 also includes 
a copy of the Hardware Age Builders 
Hardware Handbook, which retails 
for $8. 

George P. Merrill, A.H.C., execu- 
tive director, ASAHC will preside over 
the first session. He will outline ob- 
jectives, opportunities and responsi- 
bilities and will start the class with 
Chapter 1 of the Builders Hardware 
Handbook. 

Other instructors and guest speak- 
ers will include G. Vernon Lewis, 
A.H.C., Yale & Towne; W. R. Voor- 
hees, Chicago Spring Hinge; Tom 
Felts, Dor-O-Matic; T. B. O’Neill, 
Russell & Erwin; Lee Ray, Schlage 
Lock; Dexter Honens, LCN; Lew 
Cline, R. E. Edwards & Assoc.; and 
Bob Edwards, R. E. Edwards & Assoc. 





Coming in November .. . 
Garden Equipment Preview 


OCTOBER 1960 











.| — 
QUALITY (eeu 


ig 


Standards are so rigid, only 2 out of 
every 100 handles we make qualifies to 
carry this label. Sell your customers 
long-term economy, greater safety and 
satisfaction—at greater profit to you— 
Sell Daniel Boone. Write for Catalog P 
and handy Wall Chart. 





TURNER, DAY 
& WOOLWORTH 
HANDLE CORP. 


CROSSVILLE, TENNESSEE 
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Major Changes Made the first place winners will be an- Falk, sales manager for the whole- 
For B d Names Awards nounced and_ will receive bronze sale housewares firm. 
or bran ames plaques signifying their national Petersen will cover the territory be- 
Brand Names Foundation, Inc. has honor. Any Western dealer desiring to tween Sacramento and Reno, Nevada, 
announced that there will be several enroll in the BNF Brand Selling Pro- for the company. He was formerly 
revisions in the 1960 Brand Name gram can do so by circling No. 300 salesman for a hardware distributor 
Retailer - of -the- Year competition. on our inquiry ye cage | oy pi here. 
Secrecy wi 2 > rule . se the application blanks which will al- we 
eee en eee ee low as membership without the Cousins Joins Towne Division 
usual $10 fee. All dealers enrolled in 


> “€ “J > a © 4 ‘ 
Names dinner, May 4, 1961, in the the Brand Selling Program will con sales manager of the Towne Hard- 
it a eRe, SERS pie tinue to receive merchandising mate- 


, . — , ware Division of The Yale & Towne 
Waldorf-Astoria Hotel in New York. rials on a monthly basis are | Rae ee ‘3 : 
# a - . an ‘ F RSIS. Manufacturing Company. He will 

All Brand Name Retailer-of-the- ‘ a 
am make his headquarters at the Towne 
ola Hardware Division’s office at 144 
East 44th Street, New York City. Be- 
John K. fore joining Towne Hardware, Cousins 
eberaen has become a sales repre- operated his own manufacturers’ rep- 
Brand Name Retailer-of-the-Year cer- sentative for J. B. Sherr Co., San resentative firm with headquarters in 

tificates of distinction. At that time, Francisco, it was announced by J. B. Dearborn, Michigan. 


winning first place awards. They will 


not be announced until the Brand Mac A. Cousins has been appointed 


Year winners will be invited to 
York City for three days. All winners Petersen Joins Sherr 
in each category will be introduced at SACRAMENTO, Calif. 
the Dinner and will be presented with 


LAWN MOWER INSTITUTE ELECTS OFFICERS 


ELECTION OF OFFICERS took place at the 8th annual 
meeting and convention of the Lawn Mower Institute, 
Inc., held at Shawnee-on-Delaware, Pa. New officers 
shown above (from left) are: secretary-treasurer—James 
L. Quick; president—Einar A. Jacobsen; vice president— 
Louis C. Vandertill; and executive secretary—Harold K. 
Howe. Featured during the three-day meet were sessions 
covering the economic outlook of the industry, a statistical 
analysis of trends and the expanded program of activities 
of the Institute for the coming year. One business ses- 
sion was devoted to the safety program sponsored by 
the Institute. American Standards Association has given 
its approval on American Standard Safety Specifications 
for Power Mowers as sponsored by the Institute. 
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PUSH-PULL | RULE 
ON THE MARKET 


Better than a 10’ rule for measuring the new 
14’ and 16’ sizes in slab building materials 














¥ 


It’s new . . . it’s exclusive! New 14 and 16 foot slab, sheet and panel PREMIUM DISSTON FEATURES — RETAIL $3.95 
a oniin © Ndi ‘ sale cs . » pan 2119 nari . « Exclusive Swing Ti 
sizes in building materials call for the easy measuring capacity of this ° Quick Blade Change Price per rule $2.64 
new 16’ Disston Rule. Rigid ‘““White Face’’ blade makes even a 16 * Sturdy Aluminum Die (packed % doz. in carton) 


° . Cast Case 
vertical measurement a one-man job. Just 7 0z., No Added Weight Make $1.31 on every sale 


Right now, order the new Super Chief 16’ Rule from your Jobber, or write: Disston Division, H. K. Porter Company, Inc., Philadelphia 35, Pa. 








DISSTON DIVISION |!)\|'||'!| H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with steel, rubber and friction products, asbestos textiles, high voltage electrical equipment, electrical wire and cable, wiring 
systems, motors, fans, blowers, specialty alloys, paints, refractories, tools, forgings and pipe fittings, roll formings and stampings, wire rope and strand. 
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M & D Appoints 
Sales Assistant 


Thomas S. 
Green 


CITY OF INDUSTRY, Calif.—The 
appointment of Thomas S. Green as 
assistant to Ed Stevenson, vice presi- 
dent-sales, of M & D Fixtures was an- 
nounced. Formerly with Johnson & 
Johnson and International Business 
Machines, Green will work on sales 
analysis, sales control, market re- 
search and advertising. 


Dealer Aid Available 
From Nusbaum Wholesale 


SAN FRANCISCO Nusbaum 
Wholesale Hardware, 871 Folsom St., 
here announced that a new merchan- 
dising aid for dealers would be avail- 
able October 1. According to Richard 
Levy, sales manager for the firm, sev- 
eral months of study of merchandis- 
ing aid requirements by dealers was 
made before the new program was 
planned. 

The basic part of the merchandising 
program is a three-color, four-page 
tabloid-size consumer circular. It con- 
tains some 50 items competitively 
priced. All merchandise is standard 
with well-known trade names. 

Designed exclusively for Nusbaum, 
the circular covers the fall to Christ- 
mas season. It is available to North- 
ern California dealers on a protected 
territory basis. Each dealer purchas- 
ing the circulars will be able to get a 
15-piece merchandising kit for window 
and instore displays at the special 
price of $3.50. 


Motor Wheel Names Franklin 


Motor Wheel Corporation of Lan- 
sing, Mich., announced the appoint- 
ment of Murray J. Franklin as gen- 
eral sales manager of the company’s 
consumer products division. Franklin 
succeeds L. C. Vandertill who has 
been assigned other duties. Franklin 
will be responsible for building sales 
of Duo-Therm mobile home and small 
home heating appliances and Reo 
power lawn mowers’ and Snow 
Throws. 


Stanley Names Two 
Western Reps 


SAN DIEGO—William I. Sovitch 
has been named sales representative 
for Stanley Building Specialties, divi- 
sion of The Stanley Works, New 
Britain, Conn. He will cover the San 
Diego area. 

At the same time it was announced 
by the firm that Robert O’Leary will 
hendle all contractor sales for the 
California branch, San Diego. 


OCTOBER 1960 


YET AS 


TEBE Se 


RS 6 








GREENLEE 


HAND and 
POWER BITS 


Self-service packages! 
Handy Sets! Bring extra 


impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory ... speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 

(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack .. . packaged 
in colorful display carton. 


GREENLEE ZIP BIT 
WOOD BORING POWER BIT 
(Right) with exclusive nonslip 
hex shank . individually 
carded for pegboard and 

counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 


Ask your wholesaler for free metal display panel 


for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


= _ GREENLEE TOOL CO. 
GRE. LEE 1888 Columbia Avenue 


Rockford, Illinois 
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Knape & Vogt 
Appoints NW 
Rep 


Kenneth C. 
Talbot 


Kenneth C. Talbot has been named 
representative in Washington, Ore- 
gon and Idaho for Knape & Vogt 
Manufacturing Company of Grand 
Rapids, Mich., it was announced by 
Herman J. Brink, Sales Manager. 


Weller Makes Sales Changes 

C. R. Robertson, vice president in 
charge of sales of Weller Electric 
Corporation, has announced changes 
in Weller’s sales department. Louis 
W. White has been named assistant 
sales manager. White had been east- 
ern regional sales manager. 


John W. Hand, western regional 
sales manager, has been servicing ac- 
Northern California and 
Northern Nevada. He now will cover 
additionally Southern California, 
Southern Nevada and Arizona effec- 
tive December 1. 


counts in 





Sandvik Saws serve the world! 


Traditional Swedish Craftsmanship 





OTHER PRODUCTS 
SANDVIK OFFERS 


HAND SAWS 
FILES 
CHISELS 
PLIERS 
SCYTHES 





. +. all made 
from the finest 
Swedish Steel! | 








... iS built into every fine Sandvik buck 
saw. ‘‘Hard Point’’ patented blade of 
Sandvik Swedish Steel, recognized the 
world over for its exceptional cutting 
qualities. 

Recommend, stock and display Sandvik 
buck saws, because when you offer 
Sandvik you are offering the best. 


ES Sandvik sreex inc. 


Saw & Tool Division 


1702 NEVINS ROAD, FAIR LAWN, Nw. 


4927 
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Colorado Wholesalers Hold 
Market Week for Dealers 


GRAND JUNCTION, COLO. — A 
successful Market Week has just been 
completed here for houseware dealers 
in western Colorado, eastern Utah, 
and northern New Mexico. 

On August 20, 21 and 22 The Biggs 
Kurtz Company, The C. D. Smith 
Company, Vorbeck’s and Midwest 
Mercantile Company had elaborate 
displays at the Grand Junction High 
School. All of these houses had their 
salesman in from their territories to 
greet their customers and to help 
them make their selections. Light 
lunches and suppers were available so 
that it was not necessary to leave the 
building. 

The largest number of dealers came 
on Sunday, as it did not interfere with 
with their own operations. In this 
sparsely settled territory the dealers 
traveled as far as 250 miles to do 
their buying. Factory representatives 
were also there to fully explain their 
lines, and were most helpful to the 
wholesalers. 


Evans to Market 
Folding Wood Rule 


Evans Rule Company, Elizabeth, 
N. J., manufacturer of steel measur- 
ing tapes, recently announced it is 
entering the hardware market with 
a line of folding wood rules. The 
new rules are said to have many im- 
provements over the traditional de- 
sign. Included are free holster and 
belt clip, machine graduated brass 
sliding extension and _ scuff-proof 
finishes. 

A unique replacement and repair 
service goes with each wood rule. 
Evans will repair any of their fold- 
ing rules broken by misuse or acci- 
dent for a handling charge of 30 
cents. 


Stangeland Joins 
Coast-to-Coast Stores 


Roger E. Stangeland, formerly of 
Chicago, has been appointed sporting 
goods merchandiser of the Central 
Organization of Coast-To-Coast 
Stores. His business experience in- 
cludes the operation of his own retail 
sporting goods store and as sales 
manager and merchandiser vice-pres- 
ident for a sporting goods wholesale 
organization in Chicago. 


Corey Joins Wallace as VP 


Robert Corey has been appointed 
vice-president of marketing and sales 
of Wallace Products, Inc. 

The Bellmawr, N. J., firm manu- 
factures metal folding tables, chairs 
and housewares. Corey was formerly 
general sales manager of Hamilton 
Equipment Corporation. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Oct. 27-29 NATIONAL PAINT, VARNISH & LACQUER ASSOCI- 
ATION, INC., 73rd annual meeting, Drake Hotel, Chi- 
cago, Ill. (NPVLA, 1500 Rhode Island Ave. N. W., Wash- 
ington 5, D. C.) 


MID-AMERICA LAWN, GARDEN & OUTDOOR LIV- 
ING TRADE SHOW, Navy Pier, Chicago, Ill. (Frank M. 
Yeager, managing director, 331 Madison Ave., New York, 
Ne-3.) 


NATIONAL RETAIL LUMBER DEALERS ASSOCIA- 
TION CONVENTION & SHOW, Civic Auditorium, 
Brooks Hall, Mark Hopkins and Fairmont Hotels, San 
Francisco, Calif. (Martin C. Dwyer, exposition director, 
suite 302, Ring Building, 18th & M St. N. W., Washing- 
ton, D. C.) 


47th ANNUAL NATIONAL WARM AIR HEATING & 
AIR CONDITIONING ASSOCIATION CONVENTION, 
Statler-Hilton Hotel, Cleveland, Ohio (James M. Martin, 
managing director, NWAHACA, 640 Engineers Building, 
Cleveland 14, Ohio) 


INTERNATIONAL HOME FURNISHING MARKET, 
The Merchandise Mart, Chicago, Ill. (Thomas V. King, 
The Merchandise Mart, Chicago, Il.) 


ANNUAL NATIONAL RETAIL MERCHANTS ASSO- 
CIATION, 49th CONVENTION, Statler-Hilton Hotel, 
New York City, N. Y. (Stephen K. Hall, NRMA, 100 
West 31st St., New York 1, N. Y.) 


NATIONAL HOUSEWARES EXHIBIT, Exposition 
Hall, Chicago, Ill. (Dolph Zapfel The Merchandise Mart, 
Chicago, IIl.) 


INTERMOUNTAIN ASSOCIATION OF HARDWARE 
& IMPLEMENT DEALERS CONVENTION, Hotel Utah, 
Salt Lake City, Utah (Leon Weeks, Intermountain Assoc. 
of Hardware & Implement Dealers, 308 Continental Bank 
Bldg., Boise, Idaho) 


PACIFIC NORTHWEST HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Davenport Hotel, Spo- 
kane, Wash. (Malcolm Smith, 303 Empire Bldg., Spokane, 
Wash.) 


WESTERN WINTER MARKET, Western Merchandise 
Mart, 1355 Market St., San Francisco, Calif. (Henry 
Adams, 1355 Market St., San Francisco, Calif.) 


CALIFORNIA GIFT SHOW, 52nd, Ambassador and Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 
geles, Calif. (Trade Shows Ltd., 3510 Council St., Los 
Angeles 4, Calif.) 


MOUNTAIN STATES HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Cosmopolitan Hotel, 
Denver, Colo. (F. W. Reich, Mountain States Hardware 
& Implement Assoc., 1233 Spruce St., Boulder, Colo.) 


PACIFIC SOUTHWEST HARDWARE’ & HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Assoc., Otto Grieg, managing 
director, 1519 South Garfield, Los Angeles 22) 


NORTH COAST RETAIL HARDWARE ASSOCIATION 
CONVENTION & SHOW, Olympic Hotel, Seattle, Wash. 
(North Coast Retail Hardware Assoc., Martin W. 
Danko, Rt. 12, Box 109, Fife Square, Tacoma, Wash.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 
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TURNBUCKLES 
we 
uf M5 


Complete Line of 


SELF-LOCKING 


EASY HANG perforated board fixtures 








Faster, 
easier, 
more positive 


locking — 


without clips! 


Bubble-packed and 
Card-mounted packaging. 


The most popu- 

lar Easy Hang 

Fixtures—24 

f] items—are now 

} packaged on 

Card-mounted 

or Bubble- 

packed Display 

Cards to assure quick 

identification . . . stimu- 

late self- selection coc 
velop volume sales. 


merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21” floor space. 
Drop-shipped, pre- 
paid. Call your job- 
ber or write today. 


“OME GOOD TURN | BUCKLE) DESERVES ANOTHER” 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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SIMON OPENS CENTRAL WHSE. 


OAKLAND—The noise is “sawful” to 
Stephanie Di Bari, Oakland Chamber 
of Commerce hostess. woard Chair- 
man Stanley D. Simon cuts the “rib- 
bon” for the grand opening of Simon 
Hardware Company’s central ware- 
house. The symbolic ribbon cutting 
vf the log with a chain saw officially 
opened the 60,000 square foot build- 
ing. It will serve the Oakland main 
store and two branch stores. The 
warehouse is the second completion 
in the 60-year old firm’s $5 million 
expansion program. The main store 
and executive offices were remodeled 
in 1959. 


LOW COST 
LOW INVENTORY 


complete 


ine 


department 


That's Our 
BIG BALL ( 


Twine 
Assortment 


Gives you a balanced selection including 
Parcel Post, India, Jute, Cable Cord, 
Household Twine and Mason Twine, all 
in one handy shipper display. Balls are 
25¢ sellers. Ask your wholesaler for 
King Cotton #25 Twine Assortment. 


Co OM corDAGE 
® 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, N. Y. 
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38th Convention for Pacific 
SW Hardware Assoc. Oct. 17-19 


SANTA BARBARA, Calif.—Plans 
are completed for the 38th annual 
convention and second annual Man- 
agement Institute held by the Pacific 
Southwest Hardware Association. The 
Miramar Hotel here, is the site of the 
meet which commences on October 17 
and runs through October 19. 

Emphasis is on the Work Shop and 
Seminar meetings. Monday, October 
17 a Wholesaler Host luncheon will 
kick-off the industry meet. Dr. Ken- 
neth Carlson addresses the group. 

Monday evening the annual banquet 
meeting of the Loyal Order of Saw 
Bucks takes place. The organization 
is made up of past presidents of the 
association. 

Management Institute sessions be- 
gin Tuesday morning. Co-op adver- 
tising workshop sessions will cover 
the association’s ad program. Rick 
Lambert, director of industry activi- 
ties for the National Retail Hardware 
Association, is the speaker. 

Tuesday evening a buffet dinner 
followed by a consumer panel of wo- 
men who have shopped hardware 
stores during a 30 day period will be 
presented. Appraisal of hardware 
store sales persons will be compared 
with other retail outlets. 

The final day, Wednesday will be 
devoted to a dealer round table dis- 
cussion of subjects declared by deal- 
ers themselves. 


Veteran 
Housewares 
Man Retires 


Milton S. 
Meyer 


SAN FRANCISCO—Milton Meyer, 
veteran housewares executive on the 
Pacific Coast retired from Baker & 
Hamilton on Sept. 1 after serving the 
industry for 54 years. 

Meyer worked for only two firms in 
his long career. He started with M. 
Seller Company in Portland in May, 
1906 as a stock clerk. In 1910 he be- 
came assistant buyer for cutlery, cut- 
glass, silverware and electrical goods. 
In 1913 he advanced to buyer of the 
same items. By 1924 he was made 
manager of the Portland plant. 

He left the Northwest in 1928 to 
become sales manager of the San 
Francisco branch of M. Seller Com- 
pany. He held this post until 1955. 
In the same year he was appointed 
merchandise manager of housewares, 
china and glass for Baker & Hamil- 
ton. 


PORTLANDER WINS HAWAIIAN TRIP 


“MR. HUSTLE” is winning name sub- 
mitted by Barney Bricker (right), 
purchasing agent for Calbag Steel 
Warehouse Co., Portland. Name is 
for character who typifies Columbia- 
Geneva division of United States Steel 
Corporation’s “Plan 24.” Columbia's 
district VP—sales, M. H. Freedman, 
presents the winner his ticket for 
two to Hawaii. “Plan 24” was de- 
veloped to help combat foreign steel 
competition. It provides shipment of 
orders within 24 hours, if requested, 
on Merchant wire products. 


Two Dealer-Wholesalers 
In Joint-Management Pact 

SANTA FE SPRINGS, Calif. 
Arnold E. Poole, manager of the 
Western Hardware Company, Phoe- 
nix, Ariz., a dealer owned wholesale 
firm, has been named general man- 
ager of the Southwest Hardware Com- 
pany here. Poole succeeds Arnie 
Kammeier who retired recently. 

Both Western and Southwest re- 
cently announced they are combining 
the facilities of their dealer-owned 
wholesale companies serving the same 
area in order to effect cost saving re- 
sulting from elimination or combina- 
tion of duplicating expenses. 

Even though each company will re- 
tain its own identity and corporate 
structure, the management will now 
be empowered to represent the best 
interests of hardware merchants in 
four states. 

Southwest Hardware, founded in 
1912, is the second oldest dealer- 
owned wholesaler in the nation cur- 
rently serving 135 stores with a ware- 
house inventory of more than a half 
million dollars. Western Hardware 
was organized by Poole in March, 
1955, and currently serves 68 retail 
stores in Arizona, Nevada and New 
Mexico. 


Chem Seal Rep in SF 

SAN FRANCISCO — The Conrad 
Sovig Co., here, has been appointed 
distributors for the Chem Seal Corp., 
Los Angeles, manufacturer of indus- 
trial products. 
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THORSEN GIVES SALES AWARD 


SAN FRANCISCO—Certificate of 
award is presented by Paul Bening, 
vice president-sales of Thorsen Mfg. 
Co., Emeryville, Calif., to Charles 
Lutz, sales manager for Dunham, 
Carrigan & Hayden, local wholesale 
hardware firm. Sales contest resulted 
in quotas being exceeded by 74.2 per 
cent. Thorsen socket sets were sold 
by two teams of salesmen. Some 282 
prizes were awarded to the compet- 
ing teams. Looking on (left to right) 
are: Bening; Ken Fortriede, manu- 
facturers’ representative for Thor- 
sen; Lutz; Harry Klapperick, assis- 
tant sales manager for Dunham; and 
James Skelley, formerly Dunham’s 
merchandise manager, now district 
sales manager for Thorsen in Wis- 
consin, Illinois and Michigan. 


Empire 
Names VP 


Emanuel 


Gantz 


Emanuel Gantz, general sales man- 
ager of Empire Brushes, Inc., Port 
Chester, N. Y., has been named vice 
president in charge of marketing. 
Gantz had been sales manager of the 
Housewares and Sanitary Supply Di- 
visions prior to becoming general 
sales manager. 


Motor Wheel Promotes Schiller 


Appointment of James Schiller as 
general service manager, consumer 
products division, Motor Wheel Cor- 
poration, Lansing, Mich., has been 
announced. 

Schiller, formerly service manager, 
Reo lawn mower products, will now 
also handle Duo-Therm heating and 
air conditioning equipment. 


Wolf Joins RSC 


Radiator Specialty Company has 
named Norman C. Wolf to the newly- 
created post of Gunk Division sales 
manager. Wolf was for many years 
assistant sales manager with Magnus 
Chemical Company. 


i 
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-ONROLLS. STRAIGHT, @ 


WRIGHTLINE “wwist NETTING 


GOES UP TIGHT! HOLDS ITS SHAPE — AND 
BUILDS REPEAT BUSINESS! 


It's easy to understand why so many 

wholesalers and retailers prefer to 

stock and sell Wrightline Reverse Twist 
Netting. They know — and their customers will 
soon find out — that Wrightline Netting, with re- 
inforcing line wires, unrolls straight and flat and 
stays that way. It’s easier to use, too — goes up 
smooth and tight, has no sags or bulges and is 
galvanized before or after weaving to prevent 
rust. Here’s an item that you can depend upon for 


repeat business. e 


WRIGHT WELDEDGE 
HARDWARE CLOTH 


WRIGHT 
HEAVY NETTING 


Wright Weldedge Hardware 


Cloth is precison woven 


Wright heavy hexagonal 


netting is in constant demand 


with flat wire selvages tight- for baseball back stops, ten- 


ly welded to each filler wire, nis courts, animal pens and 


giving added strength, rigi- hundreds of other uses. This 
dity and uniformity of mesh. high quality netting has 
Made in a full range of sizes, even, uniform meshes and is 


heavily galvanized after galvanized to insure that 


weaving. Conventional loop bright, glistening finish de- 
selvage also available in all sired by both dealers and 


sizes. consumers. 


G. F. WRIGHT STEEL & WIRE CO. 
2460 MALT AVENUE e LOS ANGELES 22, CALIFORNIA 
Write today for catalog on these and other fine Wright Woven Wire Products 


Industrial Wire Cloth * Woven Wire Lath * Hardware Cloth 
Wire Strand 
Flower Fence 





IN MEMORIAM 





FRED LICHT 


HILLSBOROUGH, Calif.—Fred 
Licht, 45, died at his home here Au- 
gust 9. He was president of Western 
Hardware & Tool Co. in San Fran- 
Licht joined the business, 
which his father started in Sacra- 
mento in 1925, after he completed 
school. 

Licht is survived by his widow, 
Helen; a son, Harley, and daughter, 
Florene. 


cisco. 


C. M. McCREERY 


Chester M. McCreery, 74, former 
vice-president in charge of the three 
manufacturing divisions of Revere 
Copper and Brass Incorporated, died 
after an illness of several months. 
McCreery retired from Revere on July 
31, 1956. 

Well-known in the housewares field 
as a salesman and administrator, he 
was president for two terms of the 
National Housewares Manufacturers 
Association. McCreery was one of the 
key men behind the successful sales 
drive of Revere Ware. He joined Re- 
vere in 1932. 


CURTIS E. McCOSKEY 
LOS ANGELES —- Curtis E. Mc- 


Coskey, 66, vice-president of Dohr- 
mann Hotel Supply Co., died here 
September 5. 

McCoskey was a member of the Los 
Angeles Pot & Kettle Club. He had 
been honored by his company early 
this year for 50 years of service. 

He leaves his widow, Elizabeth, 
and two daughters. 


JOHN S. O'NEILL 


SAN RAFAEL, Calif. — John S. 
O’Neill, 44, president of O’Neill & 
Logan Hardware Company here, died 
of an apparent heart attack. He had 
been on a fishing trip in Oregon when 
he read in a local paper that his 
business had been destroyed in a fire. 

He is survived by his widow, Janet, 
three sons and a daughter. 


LERTON S. DENIUS 


VALLEJO, Calif—Lerton S. De- 
nius, 87, former partner in Winchell 
Hardware Co., died here. Denius 
came to Vallejo from Indiana in 1908. 


NEWS 
LOUIS C. BELL 


COVINA, Calif.—Louis C. Bell, 62, 
district sales representative for the 
Washburn Company in California, 
died on Sept. 1 after an emergency 
operation for a brain tumor. 

A native of Westfield, Vermont, 
Lou, as he was known to everyone 
in the housewares field, started with 
Washburn 43 years ago. He worked 
in various parts of the plant for one 
year and was then sent out to sell 
in the East. In 1926 he was put in 
charge of the New York sales office. 

Lou was transferred to the West 
Coast in 1946. He headquartered first 
in San Francisco and then in Covina. 
He became very active in the various 
Pot & Kettle Clubs and was secretary 
of the Associated Pot & Kettle Clubs 
of America in 1958. 





Prizer-Ware Names Sherr Co. 
New distributors have been ap- 
pointed by Prizer-Ware, the porce- 
lain cast-iron cookware made _ by 
Textile Machine Works, Reading, Pa., 
according to Samuel E. O’Connell, 
Prizer-Ware’s sales manager. 


J. B. Sherr Co., 685 Seventh Street, 
San Francisco 3, California, will han- 
the complete line, effective im- 
mediately. 


McCreery is survived by his widow, He worked for Winchell 
Iris C. McCreery, a son, and two 
daughters. 


Hardware 


and became a partner in 1935. Denius dle 
retired from business in 1943. 


KRYLON 








TEHR-GREEZE FABRIC CEMENT 
In Handy Self-Dispensing Plastic Squeeze Bottle 


Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy pad- 
dies, brushes and waste. For the instant repair 
of tarpaulins, binder canvasses, canvasses, leather 
material or any item it can penetrate. Thousands 
of uses. Sold by leading jobbers and dealers 
everywhere. Comes in 2 o2., 6 oz. and 16 oz. plas- 


tic bottles. Larger sizes pack- 
ed in glass containers. rite 
for free sample, prices and 
literature. 
Comes in attractive :- 
color counter display 
carton. (12 to a pack- 
age). 
700 W. Root St. 
Chicago 9, Ill. 
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SPRAY PAINT 


Advertised in Life, Saturday Evening Post, Good 
Housekeeping, Better Homes & Gardens, American 
Home, McCall’s, Ladies’ Home Journal, Popular 
Mechanics, and Sunset Magazine. 


The Brand with Demand! 


KRYLON, INC. NORRISTOWN, PA. 
For Details Circle 38 on INQUIRY CARD 
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SPORTS NEW PRODUCTS 





ECONOMY VERSION of Wonder- 
Cast reel performs with complete ease 
and little effort. Features microdrag 
adjusting cone and easy take-off spool. 
Jet-black with chrome appointments. 
—Shakespeare Co. 

For Details Circle 261 on INQUIRY CARD 


NITE-HAWK HEADLIGHT is ideal 
for irrigator, ranchman, fisherman, 
hunter or anyone needing strong 
piercing light while keeping both 
hands free. With or without battery 
pouch.—Ray-O-Vac Company. 

For Details Circle 262 on INQUIRY CARD 
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LARGE SIZE BATTERY CASE holds 
any 12-volt battery and is constructed 
of unbreakable, rigid Marlex poly- 
ethylene in a two-tone textured finish 
with molded-in-color. Easy to install. 
Sinko Mfg. & Tool Co. 
For Details Circle 263 on INQUIRY CARD 


OUTDOOR BOOTS come in three 
styles all made of select hides, tanned, 
treated. Thoroughly field tested. Of 
rich dark tan glove leather, it is sili- 
cone saturated.— Red Head Brand 
Div.; Brunswick Corporation. 

For Details Circle 264 on INQUIRY CARD 


ELECTRIC FISH SCALER can be 
operated from any car’s cigar lighter 
outlet or directly from battery. Two 
or three passes per side of fish does 
a quick, complete scaling job.—Dremel 
Manufacturing Co. 

For Details Circle 266 on INQUIRY CARD 


END MESSY CLOTHS cluttering 
gun-cleaning kits with gun wipers in 
dust-free containers. Plastic bags 
keep soiled gun wipers from contact 
with other items in cleaning kit.— 
Frank A. Hoppe, Inc. 

For Details Circle 267 on INQUIRY CARD 
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No. SF1220. Steel; two 
trays; plastic compartment in- 
serts. Full-opening lid. Black, 

| high-impact Styrene plastic 
handle. 


po 


~~. pat -_ 
a ae 


J 
\ 


Ay 
dd 
TLS || 


& 
4 
re /] No. AF1100. Alumi- 
| num; one tray; plastic 
compartment insert. Red, 
translucent Lucite plastic § 
handle. 


A completely new line of eye-filling 
tackle boxes . . . designed to include the 
convenience features fishermen want... 


engineered to incorporate the quality , 
features of premium-price boxes. . . Other OLD PAL Headlines 


priced to sell in the moderate price range. --- for Better Fishing 


Look at all these features 
found only in Old Pal boxes Metal Minnow Buckets—A com- 


. —_ ‘ . ed ee lete line of one- and two-piece 
Exclusive! Retaining wells in lid—a convenient Se oe oe a floating end ths a 
place to lay hooks, flies, shot, etc., without styles. 8- to 20-quart capacities. 

fear of loss while changing lures. 


Exclusive! Leaping fish plastic handle (deluxe 
steel and aluminum models) lends an unusual 
note of distinction as well as a comfort- 
able grip. 


Exclusive! Phosphate coated to prevent rust; Air Feeder Minnow Buckets— * 
baked metallic enamel finish provides excep- Sturdy, molded fiber “breathes” air in 
tionally high gloss and abrasion resistance —keeps water fresh and cool. Many 
(steel models). styles; 4- to 20-quart capacities. 


Exclusive! Plastic tray compartment inserts 
(deluxe steel and aluminum models); adjust- 


able compartment dividers (standard 4) ®t eae — shag 
steel models) — FF shapes in heavy gauge steel, aluminum 
stee . ‘s 4 and molded fiber. Also plastic lure 
Plus a host of other design and construction fea- ' anne SNE SG: ea 

tures that make Old Pal tackle boxes tops " 


in quality, tops in value and tops in profit ; ” 
okeniad ts tl : E See for yourself “tomorrow's products today 


in the Old Pal line of fishing equipment. Ask 
OLD PAL, INC., Subsidiary your wholesaler for the new Old Pal catalog. 


Animal Trap Company of America 


Lititz, Pa. «© Pascagoula, Miss. ¢ Niagara Falls, Ontario 
For Details Circle 41 on INQUIRY CARD 
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Use Inquiry Postcard for Further information About 


SPORTS NEW 


PRODUCTS 





BUDGET-MINDED shooters will go 
for this low price, quality scope. One- 
inch steel tube has coated lenses. Neo- 
prene sealed. Scope is 4x weighing 
9.75 ounces.—D. P. Bushness & Co., 
Inc. 

For Details Circle 269 on INQUIRY CARD 





CARRY-HOME package for the foot- 
ball season has “famous player” gear. 
Footballs, helmets and other gear for 
football players are available in this 
line: —Wilson Sporting Goods Co. 

For Details Circle 270 on INQUIRY CARD 


LEATHER SHEATH protects §ser- 
rated stainless steel blade of Pan-Fish 
knife. Beech wood handle is designed 
in shape of fish. Knife was made for 
fresh water fish.—Kinfolks, Inc. 

For Details Circle 271 on INQUIRY CARD 
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FOLDING LANDING NET opens with 
quick-draw. Net measures 15 x 11 x 24 
inches deep. No hinges or joints. Folds 
to 6 x 6 inch case. Handy Pak net 
comes with case——Handy Pak Net 
Company 

For Details Circle 273 on INQUIRY CARD 


DEER CALL is latest addition to eight 
other game and bird calls. Rich-tone 
walnut deer call is easy to use. Call 
is said to bring in the game for close 
shots.—Green Head Co. 

For Details Circle 272 on INQUIRY CARD 


80 HORSEPOWER outboard motor is 
called Tiger Shark “800.” Motor has 
four in-line cylinders. Full gearshaft 
and 12-volt electrical system are other 
features.—West Bend Aluminum Co. 
For Details Circle 274 on INQUIRY CARD 


SPORTS KIT has football, basketball, 
volleyball and baseball. Jr. All-Amer- 
ican Sports Kit is self-contained. All 
balls are made of long-lasting rubber. 
—Barr Rubber Products Company 

For Details Circle 275 on INQUIRY CARD 


WATERPROOF LANTERN will take 
rugged use underwater, on construc- 
tion jobs, in camp or on a boat is 
called the “Hydro-Lite.” It works 
under water and floats. Corrosion- 
proof. — Union Carbide Consumer 
Products Co. 
For Details Circle 268 on INQUIRY CARD 


F 


LIGHTWEIGHT ROD for spin fishing. 
“Feather Light” rod can be used with 
standard spinning reel or light-weight 
reel. Rod is tubular glass with cork 
grip—wWright & McGill. 

For Details Circle 276 on INQUIRY CARD 
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SILVER 
LAKE 


SASH CORDS. 


<n *~ ry 

Guaranteed by > 

Good Housekeeping 
* 


* 
Sor 45 aoveanisen WS 


The quality clothes lines 
and cords of many uses 


SILVER LAKE CO. 
Established 1858 10, Mass 


The first manufacturers of 


Boston 


braided cord in America 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. wert 
care is taken to index correctly and no allowance will be made for errors or failure to insert 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 54 
further 
about advertisement. 


when desiring information 


A 
American Steel Wool Mfg. Co., 
O. Ames Co. 
Animal Trap Co. of America .. 


Atlas Tack Corp 


B 


The Borden Chemical Co., 
A Div. of The Borden Co. 


Campbell Chain Co. 

. E. Chapin Mfg. Works, Inc. 
Mills Co. 
Crescent Tool Co. 


Cleveland 


Dept., Amer. Steel & Wire 


Div., United States Steel 


Cyclone Fence 


D 
Diamond Tool & Horseshoe Co. (20) 


Dille-McGuire Mfg. Co 


Evans Rule Co. (12) 


F 
The Fletcher-Terry Co. 
The Forsberg Mfg. Co. 


Fuller Tool Co., Inc. 


G 
General Electric Co., Portable 
Appliance Div. 
General Steel Warehouse Co., Inc 
The Gilbert & Bennett Mfg. Co. 
The Goodell Co. (50) 
John H. Graham & Co., 


Greenlee Tool Co. 


(28) ...53-54 
3ack Cover 


Inc. 


Holt Manufacturing Co. 


Hyde Manufacturing Co. .. 


Krylon Ine. 


D. N. Mallory 


M 


Marshalltown Trowel Co. 


Melnor Industries, Inc. . 


Robert E. Miller & 


Mirro Aluminum Ce 


National Screw & 
Nicholson File Co. 


Ox Fibre 


H. K 


17-20, 2 
Co., Inc. 


. , Third Cover 


N 
Mfg. Co 


0 


Brush Co., Inc. 


P 


Porter Co., Inc. (Disston Div.) 


Q 


Quick Manufacturing, Inc. 


Red Devil Tools 


Second Cover 


Samson Cordage Works 


Sandvik Steel, Inc. 


, Saw & Tool Div 


Southern Screw Co. . 


S. G 


Taylor Chain 


Turnbuckles, Ine. 


T 


Co. 


Turner, Day & Woolworth Handle Corp 


U 


United States Steel, Cyclone Fence Dept., 
American Steel & Wire Div. ......... 4) 
United States Steel Products Div., 


United States Steel (1) ... 


Val-A Company 


....Front Cover 


Wells Manufacturing Corp. . 


Wilhold Glues, Inc. 


Wilshire Manufacturing Co. . 
G. F. Wright Steel & Wire Co. 
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SPLIT—YOU MAKE 2 PERFECT 8 PACKS! | 


1 POUND TUBES @ SPOOL WOOL 
FLOOR PADS @ HANDI-KITS 

SCOUR PADS @ SOAP-FILLED PADS 
Not sold direct. Order through your Wholesaler. 


AMERICAN STEEL WOOL MFG. CO., INC. 


42-24. Orchard Street, Long Island City t, New York. 
For Detalls Circle 43 on INQUIRY CARD 





THE ALL NEW FLETCHER 
LINE OF PRODUCTS 


THESE ITEMS YOU SHOULD STOCK NOW 


=P ys . 
No kee 
BALL BEARING GLASS CUTTERS 
A new Ball Bearing glass cutter for maximum 


efficiency. Each cutter is in a plastic Vest Pocket 


Holder with an oil pad. Wheel is protected and 
lubricated. 


5 LINES OF PUTTY KNIVES 

An excellent assortment of putty knives and wall 
scrapers. One brand covers all requirements. Makes 
purchasing simple and economical. 


IMPROVED WOOD SCRAPERS 
All FLETCHER Wood Scrapers are now equipped 


for fast simple blade changing. A new blade in 10 
seconds. 


DISPLAYED AT THE NATIONAL HARDWARE SHOW 
THE FLETCHER-TERRY COMPANY 
968 SOUTH STREET ° FORESTVILLE, CONN. 


For Details Circle 46 on INQUIRY CARD 





WILHOLD 
CONTAX 
CEMENT 


BONDS ON CONTACT 
PERMANENTLY! 


INSTALL WITHOUT NAILS OR CLAMPS 
Pre-finished Panels * Counter-tops 


SPREADS FURTHER * WATERPROOF 
For Details Circle 44 on INQUIRY CARD 


GLUES 


los Angeles 31, Chicago 44 














ADD A SALE—ITS EASY! 


Add a hobby and model department to your hard- 
ware operation and you add a sale—many times 
over. You build traffic and you build profits. And 
it’s easy for hardware retailers to do in California, 
Oregon and Washington . . . for you have access 
to the West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise—plus mer- 
chandising aids, and sound counsel based on 23 
years’ specialized experience. Write for informa- 
tion, or ask to have a representative call on you. 


9.N. Mallory 


598 POTRERO AVENUE, SAN FRANCISCO 





2 Distributor of Hobby Supplies 
Wholesale only 


10, CALIFORNIA 
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MAIN OFFICE: 4865 San Fernando Rd. West 
Los Angeles 39, California 
EASTERN PLANT & WHSE: 850 W. Jackson Bivd. 
Chicago 7, Illinois 
ircle 47 on INQUIRY CARD 
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SALESMEN 

Wholesale Hardware—must have 
wholesale hardware experience. Sal- 
ary and commission. Car furnished. 
Write, giving experience, age, etc. 
Address: R. J. Sutton, The Thomson- 
Diggs Company, P. O. Box 839, Sac- 
ramento 4, California. 


WANTED 
Salesman for, The Bristol Company, 
large nationally known screw manu- 
facturer. Preferably a college gradu- 
ate. Knowledge of fasteners and ap- 
plications and sales experience with 
or through industrial distributors de- 
sirable. Must be willing to travel. 
Straight salary plus expenses. Open- 
ing in the Los Angeles area. Excel- 
lent opportunity, write giving full 
details. Address Box 969, care HARD- 
WARE WORLD, 1355 Market St., 
San Francisco 3, Calif. 


REPRESENTATIVE WANTED 
Manufacturer of luminous 
house numbers and letters seeking 
representative calling on hardware, 
lumber builder supplies and chain out- 
lets to sell original refillable inven- 
tory set-up. High commission with 
continual proven repeat business. 
Specialty’s Wholesale Co., 635 N. 
Western Ave., Los Angeles 4, Calif. 


plastic 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted 
at the bottom of an ad. To find the 
inquiry number check the INDEX TO 
ADVERTISERS on Page 68 of this issue 


CIRCLE THE NUMBER — WE DO THE REST 








Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 


charge of $5.00 per issue, payable in advance. 


Send copy to 1355 


Market Street, San Francisco 3, California. 





1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 





Cluck Heads W. P. Fuller Sales 

SAN FRANCISCO Donald E. 
Cluck has been appointed to the newly 
created post of general sales man- 
ager, Trade Paint Division of W. P. 
Fuller & Co. He will be in direct 
charge of all paint sales to Fuller 
dealers, painting contractors and gov- 
ernment agencies as well as direct- 
ing corporation maintenance sales. 

Cluck has been with the Simoniz 
Company of Chicago for the past 14 
years, and most recently has been di- 
rector of sales development. 


CORRECTION 


The owner of Patterson Hardware, 
Denver, Colo., M. N. Kealiher, was 
incorrectly identified in the story “Ex- 
ample” Lawns Help Sell Fertilizer. 
The article appeared on page 35 in 
the July issue with the incorrect 
name of C. A. Patterson. 


Mid-America Show to Feature 
How cs Well as What to Sell 


How to increase profits by increas- 
ing sales and turnover will share 
equal prominence with learning what’s 
new at the second annual Mid-Amer- 
ica Lawn, Garden & Outdoor Living 
Trade Show at Navy Pier, Chicago, 
November 13-15. 

“Manufacturers will unveil such 
things as new co-op advertising pro- 
grams, new deferred payment and 
early order plans. New displays and 
point-of-purchase pieces to stimulate 
impulse buying, and a battery of other 
selling ideas,” Frank M. Yeager, man- 
aging director of the show pointed 
out. Aproximately 10,000 buyers are 
expected to attend the show. 

Show hours are: Sunday, Novem- 
ber 13, 1 P.M. to 7 P.M.; Monday, 
November 14, 10 A.M. to 8 P.M.; 
Tuesday November 15, 10 A.M. to 5 
P.M. Chartered buses will run on 
regular schedule between Loop hotels 
and Navy Pier. 

Buyers may register in advance 
by writing Mid-American Lawn, Gar- 
den & Outdoor Living Trade Show, 
331 Madison Avenue, New York 17, 
New York. Free admission badges 
will be mailed to qualified buyers. 


TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy ... tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interested. Drop it in the 


mail box. 





REGULAR— 


7 sizes for every need 


One set of 4 in a 

3-color box. 12 boxes 

in a 3-color display carton. 

SIZES: In", 1%", 7%", 4", 4", V2", %". 





Ask your Jobber or write— 


DOMES or SILENCE 


Extra case hardened. Excellent mirror finish, plas 
a heavy nickel plate. 


FURNITURE LEVELER-> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—I"" base, 4 on 
card; 1'%4"", 2 on card; 
1/2", 2 on card. Drive 
into universal socket 
or 5/16" hole. 





ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


one set of 4 Scot 


DOMES ~ SILENCE 
RUBBER CUSHIONED 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 
SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE, 
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DONUT MAKER 
Shipping Unit—6 only 

Shipping Weight—7% Ibs. 


Comes packed 
individually in a seif- 
selling Mylar windowed 
dispiay carton, complete 
with recipes 
Using an exclusive mechanical and 


principle, it forms 24 donuts t rorn ees Ps | _ . ; é instructions. 
with only one filling, simply by 
turning the handle. Finished in 


glistening Gold-Tone Alumilite. 
Attractive 2-color counter 
display, holding six Donut 


Plan to put more profit in your pocket. = Makers, included with 
each shipping unit. 


Stock and display this new, year-round 


seller, from now on. People will be 
your test buy... 


looking for it. Newspaper mats available. 


BUY FROM YOUR MIRRO JOBBER! your. customers’ best. buy 


MIRRO ALUMINUM COMPANY e MANITOWOC, WISCONSIN 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 


For Details Circle 49 on INQUIRY CARD 
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GOODELL 


putty knives 
and scrapers 


* Because it’s the best cutlery 
value your customers can buy! 


Small town manufacturing costs, New England 

craftsmanship, plus the most modern machinery 
.. add up to more PROFIT for you. 

Check Goodell quality , , . you won't find better 

values anywhere. 


Complete range of List Prices 
Putty Knives 15c - $1.00 
Scrapers 19c - $2.00 
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Return this ad to Goodell Co. 
Dept. G with jobbers name for 
FREE SAMPLE of the market 
leader for ‘60 


Securely fastened to 


NEW heavy gauge cards 


THE GOODELL LINE! 


GOODELL COMPANY 


Antrim, New Hampshire 
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